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“The single paper 

.... which has been found 
by the Ripans Chem- 

ical Companythe most 
profitable advertising 
medium is ‘ The Phil- 
adelphia Record.’ ’’— 


Geo. P. Rowell. 


Out of 13,643 testimonials received by 
the Ripans Chemical Company during 
the past year, 6,742 (or more than one- 
half) came from Philadelphia; 1,403 from 
New Jersey; 102 from Delaware and 
805 from Maryland, or a total of 8,062 
testimonials from ‘‘ THE PHILADEL- 
PHIA RECORD’S” immediate terri- 
tory. 

You can pluck the same fruit from the same tree. 
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From an Automobile 


Aas ee 





to a hook and eye there is 
nothing which cannot be ad- 
vertised profitably in the street 
cars. 


Of course there are certain 





lines of cars in which you could 
not profitably advertise auto- 
mobiles or other high priced 
luxuries; but our experience in 
this matter is at your service 
and we co-operate with you 


in making 


Street Car Advertising 


Profitable. 








Grorce Kissam & Company, 


253 Broadway, New York. 








Written by Albert de Roode, N. Y. 
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AND AGENTS’ 
TRADE. 


By Blennerhassett Jones. 


AGENTS 


There are two distinct classes 
of agents, the professional and the 
amateur, corresponding in many 
respects to the professional and 
amateur among photog- 
raphers. The professional class 
consists of the limited number who 
travel from town to town and earn 
their bread and butter by constant 
devotion to the bus:ness; the ama- 
teur class embraces the large army 
of persons, chiefly women and 
children, who dabble in novelties 
about their own neighborhood. 

The professional agent seldom 
handles the cheap articles sold by 
the amateur, but instead standard 
articles bringing upwards of one 
dollar, such as books, medicines, 
magazines, art specialties and 
schemes. Books are the main 
thing. Usually they sell to the 
most humble persons, who regard 
their purchase as ‘ta book,” sub- 
stantially the equal of any other 
“book,” and valuable as an orna- 
ment to the parlor table. The 
hooks most attractive to the popu- 
lar intellect are those describing 
wars, generals, presidents and 
things similarly glorious, medical 
compendiums purporting to en- 
able the buyer to save a doctor’s 
hills, Bibles and religious books. 
Frequently some publisher gets up 
a book of useful knowledge, such 
as he conceives will be of the high- 
est desirability and benefit to the 
class of persons reached by agents. 
These “educationals,” however, 
can hardly compete for sales with 
books bearing such inspiring titles 
as “Our Presidents’ or “The 
Great Generals of the Civil War,” 
accompanied by elaborate chro 
mos, both inside and out, The 
binding and illustrations are the 
most important parts of canvass- 


classes 
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ers’ books, and are usually very 
gorgeous. A general agent whom 
the writer recently met informed 
him with utter sincerity that he 
considered the covers the most 
important parts of any book. His 
own books, the agent said, he had 
all rebound in a uniform hand- 
some binding. 

Of agents’ papers there is none 
to fill the place which Lum 
Smith’s famous Agents’ Herald 
had the reputation of filling so 
amply in former days. The 
Agents’ Herald was suppressed by 
the postmaster general about five 
years ago. Its subscription list 
was taken up by New Ideas, Phil- 
adelphia, a monthly for inventors, 
still existing. The Sun, a monthly 
run by C. H. Congdon at Phil- 
adelphia, attempted fot a time to 
fill its peculiar position, but 
dropped out on account of finan- 
cial losses. Since then there has 
been no genuine “agents’ paper.” 

There are at all times numerous 
alleged agents’ mediums, poorly 
printed sheets of varying stability 
made up of boilerplate, premium 
offers and ads. Sometimes they 
have a column or half column of 
set-up matter headed “editorial,” 
and calling attention to the ad- 
vantages of using their advertis- 
ing columns, but seldom or never 
a word abut the business of agents. 
These papers are printed in edi- 
tions of from 250 to 1,000 and are 
sent out to inexperienced proprie- 
tors of agents’ articles and to ama- 
teurs in mail order advertising 
with a blue pencil mark about the 
“editorial” soliciting ads. Save an 
occasional person ambitious to be 
an agent attracted by the title, and 
those agents who may be among 
the amateur mail order dealers, 
they go to none but prospective 
advertisers, 

By reason of the nature of his 
business the itinerant professional 
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agent hardly can have a repre- 
sentative organ. Perhaps they are 
best reaghed by the popular pa- 
pers of the country districts, such 
as those of the Vickery and Hill 
List. Many general agents dabble 
in “the mail order business,” or do 
distributing as a side line, and may 
be reached through the organs of 
those trades, as the Advertisers’ 
Guide, of New Market, N. J.; 
Mail Order Journal, Chicago ; the 
Schemer, Alliance, Ohio; General 
Information, Binghamton, N. Y., 
and Billboard Advertising, Cin- 
cinnati, Ohio. 

The houses making a specialty 
of professional agents’ goods all 
patronize the classified columns of 
the popular daily and Sunday pa- 
pers, whether they be found in 
other columns or not. The pa- 
pers bearing the reputations of the 
best pullers, and containing large 
quantities of advertising of this 
class, are the Sunday editions of 
the New York JlVorld, Herald 
and Journal, Boston Globe and 
Herald, Philadelphia Record and 
Inquirer, Buffalo Express, Pitts- 
burg Dispatch, Baltimore Ameri- 
can, Washington Post, Indianapo- 
lis News, Detroit News, Chicago 
Tribune and Herald, Cincinnati 
Enquirer and Kansas Citv Star. 
Daily papers are not so profitable. 
If they were the list would be 
composed of different names. 

There is a well-grounded popular 
fear of deception and fraud in these 
advertisements, and the starting of 
a man by advertising circulars and 
correspondence is a difficult mat- 
ter. But pioneers are obtained by 
this method. These if they prove 


hustlers are made “general 
agents.” The general agent de- 
votes his time to starting other 
agents. He goes into the country 


town or village and inquires at 
the hotels or stores for names of 
people out of employment, and 
likely candidates for his business. 
In the cities he inserts deceptive 
advertisements in the classified 
wants. To the addresses obtained 
he mails cards requesting an inter- 
view in regard to employment, but 
omitting to state the nature of h’s 
business, The interview obtained, 
he tells the story of his own suc- 
cess and, if permitted, with august 





grace confers upon the applicant 





the very valuable agency. 

The majority of agents are ob- 
tained by such means. Agents so 
obtained are much more profita- 
ble than the applicants brought in 
by the “mail-order mediums,” 
which while costing only 25 or 50 
cents each are already acquainted 
with competition and much less 
stable. It is only a matter of time 
when any agent will discover that 
it is himself rather than the merits 
of his article that is doing the sell- 
ing, and will believe that one arti- 
cle is as good as another. By 
making inquiries he finds that he 
has been paying much more than 
experienced agents, and despite 
the reductions which his employer 
successively will then make, is 
likely to shift about considerably 
thereafter. Again, the business is 
frequently taken up by the farm- 
er’s son out of employment tem- 
porarily, and abandoned as soon 
as some day-work job offers. 
This irregularity of trade is 
made up by the high margin of 
profit made by the book publisher. 
An agent’s book business, under- 
standing the intricate ins and outs 
of the trade’s requirements, is 
very profitable ; one that is not. 
is likely to be a bad failure. 

The body of professional agents 
is but a small speck compared with 
that large fraction of the country’s 
population which does occasional 
canvassing about home, and which 
can aptly be described as amateur 
agents. An inquiry in almost any 
small town or village would dis- 
cover the fact that possibly half 
or more of the inhabitants have 
at some time or other in their lives 
done more or less canvassing. 

These are the residents in ordi 
nary, mainly housewives and 
young people, who at occasions 
have an ambition for a little money 
and to earn it canvass friends and 
neighbors for some one of the 
many cheap ten or twenty-five 
cent specialites advertised in the 
cheap monthlies and in novelty 
dealers’ literature. In any small 
town there is at all times a con- 
siderable number of people work- 
ing at this business. The profits 


of such work would be too small 
Those who un- 


for a professional, 












dertake it are persons who esti- 
mate their time as worth nothing, 
and anything they may get over 
that modest figure as pure gain. 
To this class the bulk of the cheap 
novelties advertised in sample 
copy monthlies and in novelty 
dealers’ literature is sold. 

A popular modern method of 
hi indling this trade is known as 
“the trust scheme.” ‘The trust 
scheme” means the sending out of 
12, 18 or 24 ten-cent specialties 
on consignment to any. person 
sending his name on a_ postal. 
The articles usually sent are in- 
destructible lamp wicks, sachet 
powders, rings and jewelry, ink 
powders, bluing crystals, soaps, 
pills and the like. With the con- 
signment is sent a “premium list” 
advertising watches, rings, cam- 
eras, albums, ete., ‘costing about 
half the selling price of the whole 
consignment, which the advertiser 
offers to send when all goods have 
been sold and the full amount re- 
mitted. Persons who have earned 
one premium in this way frequent- 
ly will keep working for a long 
time to earn others. Of course 
the main body of the applicants do 
not succeed. Some return the 
goods in due time, some after 
being scared by letters alluding to 
“our lawyer,” while an increasing 
number is learning that if the 
goods be kept nothing will be 
done by the advertiser to enforce 
his claim, such action being un- 
profitable on account of the smali 
value of the consignment. As a 
result every new trust scheme now 
showing its head in the cheap 
monthlies is raided by a large force 
of rascally youngsters, discourag- 
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ing the advertiser and threatening 
destruction to the scheme. 

Another scheme in which the 
term “ agents” comes in for a great 
deal of use is the popular method 
of retailing such articles as wash- 
ing machines, bicycles and agri- 
cultural implements. A fake 
“regular price’ is put upon the 
article, and from this the pro- 
spective customer is offered a spe- 
cial inside discount to him as 
agent. He is not absolutely re- 
quired to do any canvassing, but 
is expected to show his “sample” 
to friends and neighbors and take 
their orders at the “regular price,” 
making him a large profit. On his 
part the advertiser reserves the 
right to sell another ‘‘sample” at 
the same ‘agents’ price’ to any 
one else in the same locality un- 
less the first man is sending in 
orders pretty strong. In practice 
this is only retailing. By it the 
customer is doubly tempted, both 
by the delectable idea of a special 
inside discount, and the promise 
of this or that fortune per month 
by taking orders from friends. 
The excessive use of the word 
“agents” notable in the cheap 
monthlies is partly due to this 
scheme. 
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NOT AS BAD AS IT SEEMS. 
The following disgraceful advertise- 

ment appeared recently in the Wash- 

ington Star: 





FOR SALE—Having no use for a new 
and lovely typewriter, in thorough 
condition, will sell for $65. Address 
Cc. C. C., Star office. 





Has it come to this! Just to think 
that any one should be willing to part 
with his “lovely typewriter, in thorough 
condition” and for only $65!—The 
Squid. 





At this office, ro Spruce Street. New York, the i 


Geo. P. Rowell Advertising Agency 


keeps on file the leading daily and weekly 
papers and monthly magazines; is authorized 
to receive and forward advertisements at the 
same rate den.anded by the publishers, and is 


at all times ready to 


; quote prices. 3 


exhibit copies and 








6 
FULLER’S REMINISCENCES 


Chas. H. Fuller, the Chicago ad- 
vertising agent, was interviewed by 
the Denver papers during his re- 
cent sojourn there, and this is what 
he is reported to have said : 
is what he is reported to have 
said : 

The advertising departments of 





the daily newspapers have been 
prominent in making biz com- 
mercial successes. It is only a 


few years since any large number 
of the general advertisers have 
used the press west of Pittsburg. 
There were but few exceptions— 
one or two at St. Louis; one or 
two in Chicago. Advertising has 
increased in the West much more 
rap-dly in the last ten years than 
it has in the East. In the West, 
compared to the East, the increase 
has been treble. As the country 
gets older, manufacturers of all 
kinds receive more courage and 
start out to do business in a way 
that brings them success. It takes 
an age to produce the general ad- 
vertiser. 

When I went to Chicago, in 
1871, the lowest priced paper was 
three cents. The Post, News and 
Journal were the only evening 
papers ; the Tribune, Times and 
Republican, the morning papers. 
Afterwards the Republican was 
merged into the Jnter-Ocean. 
Nearly all sold for five cents, al- 
though some time later the Mail 
started a two-cent paper. The 
evening papers had four pages, 
and occasionally eight pages. The 
morning papers had eight pages. 
A seven-column paper was the 
proper thing Black type was 
used, and was so customary that 
when the publishers decided on 
light-faced type they had to fight 
for the reform. 

Advertising in those days was 
higher a great deal, per thousand 
circulation, than to-day. They 
were wont to measure by squares. 
One paper, for instance, would 
have seven lines nonpareil and 
eight lines agate, another eight 
lines nonpareil, etc., for a square. 
There was no uniform measure 
Everything was figured by squares 
as against lines. The price was 
one cent a line a thousand circu 
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lation ; a price reasonably cheap 
in those days. It is now one-six- 
teenth of a cent a thousand. 

The increased circulation of all 


papers may be explained by the 
statement that the people read 
more, the population, generally, is 


increasing ; the people have been 
educated up to read more papers. 
People that, formerly, were en 
tirely satisfied with a weekly now 
want a daily to keep in touch 
with their neighbors. It said 
when a new paper enters a town 
that it “ will draw from its local 
contemporaries,” but it not. 
It makes a place for itself. The 
American people are becoming a 
great reading nation. They do 
not, individually, want one paper; 
they desire more. The foreign 
papers have decreased in circu- 
lation since the evolution of the 
foreign immigrant into the Amer- 
can, and while one or two in 
Chicago and the Northwest still 
exert much influence, it has been 
materially weakened. 


is 


does 


cae anal —————— 
DENTISTS. 

A Newark dentist has found an origi- 
nal way to advertise his business, says 
the Cail, of that citv. He watches the 
newspapers for accounts of accidents, 
and when he sees something about a per- 
son being injured he promptly sends 
him one of his cards which announces 
that he can replace lost teeth cheaply, 


and can make them as good as _ those 
provided by nature.—National Adver- 
tiser. 


ee 
STEREOTYPED ADVERTISING 
PHRASES. 





)) 


WE CARRY THE LARGEST STOCK OF LIQUORS 
IN TOWN. 
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TO THE ADVERTISERS OF THE 
UNITED STATES. 


I have just completed, on behalf of the Mahin Adver- 
tising Co. of Chicago, a thorough examination of the cir- 
culation of the DES MOINES DAILY NEWS. I find that 
the circulation statements of the NEWS are strictly true, 
and that the average bona fide issue of the paper is over 
27,000, of which 25,297 is paid. The present paid city cir- 
culation of the NEWS is 8,083, and is distributed in every 
part of the city of Des Moines, going into the homes of the 
substantial, cash-paying people of the city and being es- 
pecially heavy in the best neighborhoods. The circulation 
ts concentrated in Des Moines and near-by towns, over 90 
per cent of the entire number being in the city and within 
a radius of 100 miles. In the towns and villages in close 
proximity to Des Moines a large majority of the reading 
people, including farmers in the surrounding country, are 
subscribers of the DAILY NEWS. The mail circulation of 
the DAILY NEWS also reaches a most substantial and de- 
sirable class, including well-to-do farmers, bankers, mer- 
chants, professional people and the better class of wage- 
workers. The advance payment invaria’ ly required 
(every paper being stopped when the subscription expires) 
limits this circulation to people in good circumstances, 
who pay for what they buy. I find that the DAILY 
NEWS is in every sense a strong State and local paper, 
and that local advertisers esteem it as a powerful result- 
bringer, uniformly paying a very generous price for its 
space and using it most liberally. I find the system of the 
DAILY NEWS in handling its circulation admirable in 
every way, and practically all of it is net, and without loss 
through returns. I examined the pressman, mailing and 
subscription clerks, bookkeeper, cashier and circulators of 
the DAILY NEWS under oath and checked over the paper 
bills and postage receipts, finding them to correspond ac- 
curately. The publishers of the DAILY NEWS have re- 
cently contracted for enough white paper to print more 
than 27,000 papers per day for the next year, showing con- 
fidence in their ability to hold the circulation of their pa- 
per at its present level; and they are pursuing plans cal- 
culated to largely increase it. I have no hesitancy in as- 
suring the advertisers of the United States that the repre- 
sentations of the publishers of the DES MOINES DAILY 
NEWS as to circulation and other facts concerning their 
business may be implicitly relied on. 


Cound GC Stn 


Representing the Mahin Advertising Co. of Chicago. 
Des Moines, Iowa, May 31, 1900. 
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SCHOOL 
LICITY. 


BUSINESS PUB- 


A representative of PRINTERS’ 
INK recently called upon Prof. 
Fred. E. Wood, at the office of 
the New York School of Business 
and Shorthand, corner of 5th 
Avenue and 125th Street, Harlem, 
to learn something in regard to 
his advertising methods. 

“What was your initial adver- 
tising ?”’ was the first question 
asked. 

“The same we still employ,” 


was the reply. “ From the start 
we used the newspapers, and in 
this city the elevated railroad 


stations. But our mainstay has 
been our literature and its distri- 
bution. Even before coming to 
New York, we had relied on this 
and obtained satisfactory results.”. 
“Can you be more specific ?” 


Wood’s New York Schools, 
Powers Bild’g, 5th Ave. & 125th st. 
Hamilton B'ld’g, Park Ave. & 125th. 


It is an inspiration to receive 2,000 applications 
for BOOKKEEPERS and ‘STENOGHAPHERS 
drom business end professional men in a single year. 

d brightens the management to ada 
buildings and annexcs, it means ricto! and success. 

One young lady of last year earns 30 per week; 
avother, only sixteen years old, $70 per mosth; one 
|youpg man under 20, $25 per week, another at 17, 
gets $75 per month. 

Humidreds are independent and happy... - 

Our work is enthusiastic, it brings out the best 
part of human pgture and brightens it. To see 
the echools iq t) appreciate them. DAY AND 
EVENING. "EF. E. WOOD, President. 








“Yes. Before coming here we 
systematically and continually 
mailed literature to lists, and ob- 
tained pupils from all sections. 
Finding the school grow too cum- 
bruous, our lists were restricted, 
until finally we reduced them first 
to four States, and gradually to as 
many counties. Since coming 
here, we have not cared to seek 
beyond the confines of Greater 
New York, and find that even this 
brings as many pupils as we care 
to handle.” 

“ How do you get your list—by 
purchase ?” 

“No. We send slips to all 
teachers possible, offering premi- 
ums to those returning them fill- 
ed out. Thus we have obtained 
the names and addresses of public 
and private school graduates to 
the number of perhaps 30,000. 
Besides these, from even unsolicit- 
ed quarters, the lists are swelled 


to about 50,000, containing names 
of voung folks only, interested in 
practical education.” 

“ These lists are renewed every 
year then ?” 

“‘No—every two years. At the 
end of the first year we strike out 
all possible names and add new 
ones not giving too much trouble. 
At the end of the second year, the 
entire lists are renewed.” 

“Do all your pupils 
through these lists ?” 

“By no means. The elevated 
station ads, those in cars and sur- 
face cars, and the ads in the 
dailies furnish as many. Then too 
we obtain some through personal 
solicitation, and more through 
personal recommendation. For 
every pupil upon graduation seems 
to become a personal solicitor. But 
one of our most forceful helps, is” 
and the professor reached for 
a letter on his desk, and handed 
it to me—‘‘that we are able to 
place every graduate in a remuner- 
ative position almost invariably at 
once.” 

The letter was from a prominent 
manufacturer, dated two days be- 
fore, begging the professor to send 
“as soon as possible’’ two steno- 
graphers and _ typewriters—“ one 
for myself, the other for a 
friend.” 

“Two of our recent graduates 
have these positions already,” 
said the professor. 

“What is comprised in 
supplementary literature ?”’ 

“We have issued booklets from 
time to time, and are now running 
on a very useful compendium— 
Wood's Px cket Encycl ypedia. 
Then we send out slips for lists, 
and return postals.” 

“ Have you ever used novelties 
for advertising purposes ?” 

“Only those which would not 
derogate from dignity—office con- 
veniences, such pens, paper, 
blotters, rulers and so on.” 

“ Have you ever keyed your ad- 
vertising ?” 

“No, we never had occasion to 
try. Returns were so satisfactory. 
We spend about twenty per cent 
of our gross income in advertising 
the school.” 


come 





your 


as 
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See Sugar Bowl letters on page 209. 
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The Evening Wisconsin. 
MILWAUKEE, WIS. 


“The publication which is most valuable to 
the publicity advertiser is the one whose 
readers subscribe for it because they want it 
and are willing to pay the full subscription 
price for it. There are plenty of such pub- 
lications for the advertiser to use through 
which he can cover all of his best possible 
customers.’’- —Advertising Lrpe rience, May, 
L900. 
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10 
“THE WAIL OF THE UN 
SUCCESSFUL.” 


Printers’ INK of 


On page © ol 
June 27th was published an ar 
ticle called “Critic and Advertis 


ug Agent,” being an attack by 
[r. Seth Brown of Cleveland, 
Ohio, on certain alleged methods 
of Mr. Charles Austin Bates of 
New York. It was printed not 
Lecause it met with the Little 
Schoolmaster’s approval, but be 
appeared to be interesting 
while at the same t 
no capacity for injur 
ing an adwriter so well intrenched 
in public 
That gentleman, however, believes 
that ihe third paragraph of the 
Brown) com t accusing 
him of pushing hi 
expenditures without 


r best inter 


cause it 
in itself, 


possessing 


me 


esteem as Mr. Bates 


large 
ence to the 
tinctly libelous, and _ tells 
ERS’ INK that Mr. Brown 
mpelled to retract it and 
gize to suit at 
the same time Mr thinks 
the publication of the communica 
tion below would act as a kind of 
emollient to his feelings in 
matter: 





apolo 


law. At 





avoid a 


Bates 








In Printers’ Ink of June 7th 
nran named Brown vith consider 
able violence, about he iks of 
my business meth« 

Some part of w s plain 
lie—most of it is made ridiculous by 
lack of inform ind 1 of it is a 
vicious and unc 1 f ittack—a_ wail 
of the unsucces g he success 











gate of which, runni: it ) 
the thousands as it does ‘ 
lated to excite his en ld val 
But that is no justification for hi 
inferential statement that dvise my 
clients to expend large sums of money 
without due regard for their interests 
No man can truthfully say that I ever 
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client’s money any more freely 


spend a 
than | ul under lke cir 


ld my own 
cumstances, and many of my clients 
will testify that I frequently aavi 
gainst posed expenditures 

It seen rather i 
time refuting rem ‘ 


int source 
small cl . 
to make much he uy, 
large portion of their time trying to 
l method — by 





















































iscert the iniquitous 
M built up a business of one 
h year. 
en would work just halt 
h and earnestly and continuously 
I t vould find life much mors 
leasant and profitabl 
Mr Brow: mentions ‘ Good 
\dvertising.”” He says it an ad 
vertisement for myself it not 
ithstanding this fact I ze $ i 
pv for i 
I id ® ] 
lhe bool one of the t advertise 
‘ eo had I > Id over 
Co] cs ot it t $ eaecil I very 
sold with the agreement to 
efund the money if the purchaser wa 
itistied I have received over 500 testi 
onials from purchasers ot thie book 
id, counting the income from adverti 
ng pag it has bi me a neat cash 
profit of 
If M 
book as 
My p 
doubted! 
nearly 
nd every 
money b ¢ in « 
fide trade paper and is justly so regard 
ed by the postoffice authorities 
Mr rown advises me to “ buy some 
ace and advertise.” 
Chis is probably meant to be a joke, 
it st to give Mr. Brown an opportu 
nity earning a little money I herel 
fer him a reward of ten dollarsif h 
r prove that his total earnings durin 
ast five years have amo tu a 
is my expenditures fi Iverti 









jUSINGss 


during the past 


twelve months 
- Si aa 
CONGREGATION BRINGS BUSI 
2SS 
It really seems it the columns of 





€ 
an advertising medium cannot become 
too crowded to yield satisfactory results 





to the advertiser. The more merchants 
crowded into a street the greater is the 
bi ss of all, and where advertiser 
n congregate there also is profit. 





Advertising Experience. 








PART OF A NEW YORK STREET CAR CAKD, WHICH HAS ELICITED QUITE SOME COMMENT, 
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When a newspaper’s circulation is 
a mystery, it seldom pays an advertis 


er to solve it.—//ur/ford Globe. 


There ts no mystery about the circulation 


NASHVILLE 
BAN N 


It is the only Nashville (Tenn.) news- 
paper that tells its circulition and 
backs up its statements by allowing 
advertisers the privilege of examining 
circulation books and records. 

The Banner's adveriising columns 
are liberally patronized by nearly all 
of the successful general advertisers. 

Write for sample copies, and see 


for yourself, 


AVERAGE DAILY CIRCULATION 
FOR MAY: 


16,168 








THE JOURNAL WINS. 
JUDGE NEELEN, OF MILWAUKEE, DF- 
CIDES CONSPIRACY CASE IN_ ITS 
FAVOR. 
NO SUCH CASE EVER BEFORE KNOWN 
IN THE,NEWSPAPER WORLD. 


(This is anadvertisement. It is paid for 
by THE JOURNAL CO. of Milwaukee. Itis 
published simply to give the truth to adver 
tisers and publishers. Nothing but the facts 
are given, and it will be well for publishers 
who do not believe in or uphold outrageous 
methods to consider them.—The Journal.) 


On January I, 1900, the advertising 
rates of the Milwaukee /Jouwrna/ to its 
largest local advertisers were increased 
twenty-five per cent. Contrary to ex 
pectation a large number of those 
advertisers withdrew their 
This 


the Journal had counted upon, inas 


patronage 


from the paper. was not what 
much as its business representatives 
had explained all the facts pertaining 
to the increase of rates andin only one 
objection 
lead the 


Journal or its representatives to be 


or two instances was such 


advertisers as to 


made by 
lieve that they would refuse to pay the 
increased rate. 

At 
possible other than there must be a 


the time no deduction was 


combination on the part of the adver 
tisers to force the Journal to withdrew 
its new rates. This the Journal was 
loath tof believe for many reasons, as 
fair men 


there were big men and 


among those merchants, men who do 
countenance injustice nor 


What 


disclosed the power that was operating 


not wrong 


doing. followed, however, soon 
against the Journal. The three other 
English dailies through their business 
J. Aikens, of the 

Albert Huegin, 
and M. A. Hoyt, of 


formed a combination 


representatives, A. 
Evening Wrsconsin, 
of the Sentinel, 
the News, 
against the Journal. 





The conditions 
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of their compact as laid down to the 

merchants were: 
First—We have 

‘ion and propose to act as a unit. 
Second—The Milwaukee /ournai 


formed a combina- 


has increased its advertising rates 
twenty-five per cent. 
Third—Now, if you pay the Mil 


waukee /ourna/ the increased rate, 
each of us will increase your rate in 
our respective papers twenty-five per 
cent. 

Fourth—And furthermore if you go 
into the Jouvxzal you cannot go into 
any one of our papers unless you go 
into all of them. 

Fifth 
tisement out of the 
the 


But if you keep your adver- 
Journal, none of 
us will increase advertising rates, 
and you may continue at the old fig- 
the Sev- 
tinel, 40 cents to 45 cents per inch in 
the £7 Wiscon 
to 35 cents per inchin 

Sixth—And we 


to investigate the 


ures—4go cents per inch in 


renin sia, and 30 cents 
the News. 
not allow 


will you 


circulation of our 
papers. 

The Journal, after due consultation 
with its attorneys and when the com 
bination had been working for nearly 


] 


five months and cd 


it damage 
filed its 


ping gre 
to its business, on May roth 
complaint charging Aikens, Huegin 
and Hoyt with criminal conspiracy, 
and they were promptly arrested. The 
case has been most stubbornly con 
tested at every point, but the 


of it 


eviden¢ eC 
much 
Neelen 
defendants for trial. 


Was so strong 


> 


in writing, 


that Judge last Saturday 
bound over the 
The case is almost certain to go to 


for The 


reason for bringing a crim 


the supreme court review. 
Journal's 
inal action was to put a stop at once 
to the workings af the combine and 
to present the testimony to the public, 
both of which it has succeeded in do 
ing. It is needless to say there is not 
a reputable citizen in the city of Mil 
such a form of 


waukce who indorses 


competition, 

















POSTING AND DISTRIBUT 
ING. 

Under the general heading 
“Some Advertisers Who Find 
Profit in Billposting and Distrib 
uting,”” and the subheading ‘Col 
lated by the Bureau of Information 
of the Associated Billposters Pro 
tective Company from Reports by 
Our Special Inspectors of Work 
Now Being Done by the Associated 
Billposters and the International 
Distributors’ Association, the 
Billposter-Display Advertising of 
New York publishes the following 
nteresting information: 

Abbey Effervescent Salt Co., 9-15 
Murray street, New York; posting 16- 
sheets, 8-sheets, 4-sheets and 24-sheets, 
through W. W. Seeley & Co., of New 
York, in 33 cities in New York State, 
Pennsylvania, and 20 cities in Ohio, 
and are also doing some distributing in 
Washington, D. C 

Abbo Medical Institute, Savannah, 
Ga., “Soma”; posting 1-sheets in 
Georgia. 

Aetna Mineral Water Co., San lran- 
cisco, Cal., are posting 24-sheets anc 
1-sheets through Owens, Varney & 
Green, San Francisco, in California. 

Akron Cereal Co., Akron, Ohio, 
“Mother’s Oats,’ distributing cards 
through own agent, in Ohio. 

American Blue Co., of New York, are 
distributing in Illinois. 

American Brewing Co., St. Louis, 
Mo., are posting 16-sheets, 8-sheets and 
i-sheets through the American Posting 
Service of Chicago, in Georgia, Cali 
fornia and Tennessee. 

American Cereal Co., Gerken Bldg., 
New Yor “Quaker Oats” and “Petti 
john,” are posting 16-sheets, 12-sheets 
and t-sheets through the O. J. Gude 
Company, New York, in New York, 
Wisconsin, Pennsylvania, Vermont, In 
diana, Michigan, Ohio, Georgia, lowa, 
Illinois, Montana, Kentucky, New 
Hampshire, New Jersey, Maryland, Cal 
ifornia and Massachusetts. 














American Chicle Co., No. 21 Park 
Row, New York, ‘‘Adams’”’ and “Bee 
man’s Gum,” are posting 28-sheets 


through the O. J. Gude Co., New York, 
in Michigan, New York, Indiana, Ten 
nessee, Ohio, Pennsylvania, Nebraska, 
Wisconsin, Massachusetts, New Hamp 
hire, District of Columbia, Illinois, New 
Jersey, Rhode Island and Maryland. 

American Dunlap Tire Co., Belleville, 
N. J., are posting 16-sheets through Sam 
W. Hoke, New York, in California. 

American Grocery Co., Louisville, Ky., 
“Cigars,” are posting 3-sheets in 
Indiana. 

American Tealth Food, Milwaukee, 
Wis., “Grain Tlearts,"’ are posting 
t-sheets direct in Illinois. 

American Lady Corset Co., Detroit, 
Mich., are posting 1-sheets direct in 
Michigan. 

American Tobacco Co., 11 Fifth 
avenue, New York, are posting 2-sheets, 
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t-shects and 4-sheets, also distributing 
and tacking in New York, Michigan, 
Pennsylvania, Illinois, Indiana, Mis- 
souri, Ohio, Idaho, Virginia, Nebraska, 
lowa, Kansas, Georgia, Minnesota, 
Massachusetts, Tennessee, Texas, Colo 
rado, Connecticut, Maine, Mississippi, 
New Jersey, California and Maryland. 

Angeline Mfg. Co., Grand Rapids, 
Mich., “Medicine,” are distributing 
in Michigan 

Arondack Water Co., Saratoga, N 
Y., are posting 16-sheets and 8-sheet 
through N. W. . & Son, Philadel 
phia, in New York and Virginia. 

Ayer, i, - Sas Lowell, Mass., 
“Sarsarparilla,”” are distributing book 
lets direct in New York. 

Bachman, S., Co., San Francisco, Cal., 
“Renown Cigars,” posting 24-sheets 
through Owens, Varney & Green, San 
Francisco, in California. 

Bacon, B. H., of Rochester, N. Y., 
“Patent Medicine,”’ is distributing direct 
in New York. 

Baker, Walter Co., Dorchester, Mass., 
“Cocoa,” are posting 28-sheets through 
C. S. Houghtaling, New York, in Colo 
rado, Illinois, Indiana, Michigan, Wis 
consin, Iowa, California. 

Baker, Levy, Chemical Co., 209 State 
street, Chicago, IIL, are posting 1-sheets 
and 3-sheets direct jn Wisconsin, Chio, 
Texas and Illinois. 

tandy & Lederer, of New York, 
“Tom Keene Cigars,’ are distributing 
beoks through local dealers in Georgia. 

Ballard & Snow Co., of St. Louis, 
Mo., “Patent Medicine,”’ are distribut 
ing in Kentucky. 

Banner Cigar Co., of Detroit, Mich., 
are posting 8-sheets direct in Michigan. 

1. Batjer & C of 77 Water 
street, New York, jull Dog Bass’ 
Ale,” posting 8-sheets through W. W. 
Seeley & Co., New York, in New York. 

Seck’s Hunting Tobacco, Indianapo 
lis, Ind., are posting 8&-sheets, 5 cents 
ene month, through Hl. <A. Hersey, 
Indianapolis. 

Bell, Jno, HL., & Co., Chicago, TIL, 
“Tea and Coffee,” are tacking direct in 































Berdan & Co., Toledo, Ohio, “John 
‘igar,”’ are posting 8-sheets, 
3-sheets, 2-sheets and t-sheets through 
Sam W. Hoke, New York, in Ohio, 
IHinois and Wisconsin. 

Berkley Cigar Co., Binghamton, New 
York, distributing cards direct in New 
York, 

Berriman Bros., Chicago, Tl, “Ci 
gars,’ posting 12-sheets direct in Ohio, 
Kansas and Michigan. 

Berry, G. A., & Co., Concord, N. H., 
“Root Beer,’ posting 1-sheets direct in 
ew Hampshire and Massachusetts. 
Best & Russell Co., Chicago, IIL, “Ci 
gars,’ are posting direct in Texas and 

Illinois. 








Bollman, Jno., & Co., San Francisco, 
Gal., “Imperials Cigarettes,” posting 
sheets and t-sheets through Owens, 
Green, San Francisco, in 





Mfg. Co., W. Broadwav. New 
York, “Borine,” are posting 8 
through A. Van Beuren & Co., New 
York, in) New York, Massachusetts, 
lowa, Rhode Island. 

Boston Medical Institute, Chicago, 
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Ill., are distributing books direct in 
Michigan, Wisconsin, Indiana, lowa, 
Kansas, Illinois, Ohio, Texas, Nebraska, 
Virginia and Maryland. 

Brant Co., | W., Albion, Mich., 
“Patent Medicine,” are distributing di- 
rect in Ohio, Indiana and Michigan. 


Brown Bros., Detroit, Mich., ‘*Fon- 
tella Cigar,”’ are posting 16-sheets, 
8-sheets, 6-sheets, 2-sheets and_ 1-sheets 
through Owens, Varney & Green, in 


Washington, California and direct in 


Ohio. 
Brown 


Medical Co., Erie, Pa., “K. & 
are distributing direct in Wis- 


Bb. Tea, 
consin. 

Cahn, Belt & Co., Baltimore, Md., 
“Maryland Club Rye,” are posting 24- 
sheets through A. Van Beuren & Co., in 
New York. 

Campbell Preserve Co., Joseph, Cam 
den, N. J., “Canned Soups,”’ are post 
ing and direct in 





16-sheets 1-sheets 
lexas and Tennessee. 

Callahan's Hats, 140 Bowery, New 
York, are posting 8-sheets in New York. 

Carlstedt Medicine Co., Evansville, 
Ind., “Liver Powder,”’ are posting in 
Georgia and North Carolina. 

Celluloid Starch Co., New Haven, 
Conn., are posting 8-sheets through the 
Bill Posting Sign Co., Philadelphia, in 
istrict Columbia, Montana, lDennsyl- 
vania and Louisiana. 

Chase, Dr., Philadelphia, are dis- 
tributing books direct in Ohio, Indiana, 
Illineis, Michigan, Virginia, Missouri 
and Kentucky. 

Chattanooga Medicine Co., Chatta- 
nooga, Tenn., are distributing books di 
rect in Arkansas, Illinois, California, 
Louisiana, Georgia, Virginia and Mary- 
land. 

Chicago Medical go, IIL, 
are distributing and uirect in 
Wisconsin, Ohio, Indiana South 
Dakota. 

Cluff Co., Wm., San Francisco, Cal., 
“Grand Master Cigar,” are posting 
&-sheets through Owens, Varney & 
Green, San Francisco, in California. 

Chocolat-Menier, 90 W. Broadway, 
New York, are posting 16-sheets 
8-sheets through W. W. Seeley, 
York, in Idaho, Utah, Colorado 
Washington. 

Coca-Cola Co., Atlanta, Ga., are dis 
tributing and posting direct Minnesota, 
Iowa, Illinois, Ohio, Pennsylvania, Indi 
Massachusetts, Georgia, Michigan, 


Co., Chic 
tacking 
and 





and 


ama, 
Missouri, New Hampshire, Texas, South 
Dakota, Wisconsin, Oregon, Rhode 
Island and California. 

Continental Brewing Co., 90 Long 


“ood avenue, Boston, Mass., are posting 
16-sheets, three months’ contract, direct 
in Rhode Island and Connecticut. 
Continental Tobacco Co., 111 Fifth 
evenue, New York, H. C. Armstrong, 
Adv, Mgr., “Star Tobacco,” are posting 
1-sheets, 12-sheets and distributing di- 


rect in Michigan, Pennsylvania, Indi- 
ana, Wisconsin, Georgia, Ohio, Tllinois, 
Missouri, Iowa, New York, Montana, 


New Hampshire, Texas, Nebraska, Vir 
ginia, Kentucky, California, Oregon. 
Will do a lot of work all through the 
South shortly and will include every 
small town where service can ve se 
cured. This is a favorable time to work 


up a paying country route, 


Corning & Co., Peoria, IL, “Quaker 


Rye, are posting 8-sheets direct in 
Ohio. 

Crown Chemical Co., Indianapolis, 
Ind., “Washing Powder,” distributing 


Indiana. 
Packing Co., 
“Soap,” are posting 16-sheets 
Kansas and will probably 
other territory. 

Curtaz & Son, San 


direct in 
Cudahy Omaha, Neb., 
direct in 
extend to 
Francisco, Cal., 
&-sheets through 


* Pianos,’ are posting 
Owens, Varney & Green, San Fran 
cisco, in California. 

Davis, N. C., Dr., Indianapolis, Ind., 


is distributing and posting 8-sheets di 


rect in Kansas and Ohio. 


Dayton Spice Mills Co., Dayton, O., 
“Dutch Java Blend Coffee,’ are post- 
ing 8-sheets through Bryan & Co., 


Cleveland, ©., in Ohio. 
Delisser, Horace, 90 


W. 


Broadway, 


New York, ‘ Holbrook’s Sauce” is 
posting 16-sheets and &-sheets direct 
in New York. 

Dodd’s Medicine Co., Buffalo, N. Y., 
are distributing booklets direct in |: 
diana 

Duffy Malt Whiskey Co., Rochester, 
N. Y., are distributing and_ tacking 
direct in Ohio. 

Duncan's, Jno., Sons, New York, 

Lea & Perrin’s Sauce,"’ are posting 
8-sheets through A. Van Beuren & Co., 
New York, in New lTersey, New York, 
California, Illinois and Havana, Cuba. 


Dunn, T. J. & Co., Philadelphia, Pa., 


“Artie Cigars,” are posting 12-sheets 
and 2-sheets through local agents in 
Tennessee. 
Dunn Co., The TT. B., Rochester, 
\ “Sen Sen Gum,” are posting 


through 
Rochester, N { 


&-sheets, three months’ contract, 
k : 
completing a run of 


\. Stahlbrodt, 
in Texas. Just 
about 700 cities. 

Edison, Dr., Institute, 
are distributing in Wisconsin, 


Chicago, TIL, 
Nebraska, 


Illinois and Towa. 

Eisner & Mendelsohn Co., 157 
Franklin St., New York, Hoff's Malt 
Extract, are posting & sheets through 
A. Van Beuren & Co., New York, in 
Maine, Pennsylvania, Massachusetts, 
Maryland, District of Columbia, New 
York and Connecticut. 

Electro-Lustre Starch Co., Boston 
Mass., are distributing through their 
own agency, in Massachusetts an! 
Maryland, 

Emerson Shoe Co., Brockton Mass., 


are posting 8-sheets through the ©. | 
Gude Co., New York, in 30 largest cities 


where they have branch stores. 

Ewald Novelty Co., Eau Claire, Wis. 
are distributing circulars in Pennsyl 
vania. 


Fairbanks & Co., N. K., 
“Washing Powder,” 
samples through 
braska. 


Feder, Marcus, Cleveland, ©., ‘Fedora 


Chicago, Ill. 
distributing 
agent in Ne 


are 
Omaha 


Cigar, is posting 24-sheets direct in 
New York. 

Feil, The S. A. Co., Cleveland, O., 
“Palmo Tablets,” are distributing di 
rect in Alabama, New ‘ork, Ohio 
Vistrict of Columbia, Indiana and 
T 


exas. 
Hooker, W. H. & Co., Buffalo, N. 
y 


-+» Cigars, distributing in Colorado. 














Green, Dr., Medical Dispensary, Bos- 
ton, Mass., distributing in Colorado, 

bitsimon, A. j., Columbus, Ohio, ts 
posting 8-pheets and 2-sheets direct 
in Ohio. 

Fleer & Co., Philadelphia, Pa., ‘*Gum,” 
are posting t2-sheets and — 2-sheets 
through the Billposting-Sign Company, 
Vhiladelphia, in Virgimia 

Foley & Co., Chicago, Ill, “Kidney 
Cure,” are posting to-sheeits and 8& 
sheets direct in Kansas. 

Foster, M. & Co., New York, “Dew 
berry Cigars,” are posting through Sam 
W. Hoke, New York, in Ohio towns, 

Fritz Bros., Cincinnati, Ohio, are 
posting 8-sheets and 3-sheets direct in 
Montana, Colorado and Kansas. 

Francis Medical Co., Columbus, Ohio, 
are distributing direct in Ohio. 

Fulweiler & Bro., P. C., Philadel 
phia, Pa., “ Prince ‘India Cigars,” are 
posting 8-sheets direct in Maryland. 

Gerstle, L. & Co., Chattanooga, Tenn., 
are distributing direct in North Caro- 
lina, Georgia and ‘Texas. 

Gillies, Edwin J. & Co., New York, 
‘Jav-Mar Mo,” are posting 8-sheets 
through Sam W. Hoke, New York, in 
a few large cities. his advertiser has 
been favoring newspapers, but Mr. 
Hoke thinks to bring him around to 

larger use of the billboards. 

Goodrich, A. D., Milwaukee, Wis., 
“Cigars,” distributing direct in Wis 
consin. 

Grant Chemical Co., J. C., Chicago, 
lll., ““Baking Powder,” are posting 1 
sheets direct in Tennessee. 

Graves, C. H. & Son, Boston, Mass., 
“Whiskey,”’ are posting 16-sheets direct 
in Massachusetts, Rhode Island and 
Connecticut will probably extend their 
work next season, 

Green, Gunnell, D. C., Boston, Mass., 
is distributing books in Massachusetts. 

Haas Lros., Cincinnati, Ohio, 
“Cigars,” are posting 16-sheets, 3-sheets 
and 1i-sheets direct in Indianapolis. 

Haggard Specific Co., Atlanta, Ga., 
“Patent Medicine,” are distributing in 
Georgia. 

Hamburger, Joe & Co., Cincinnati, 
Ohio, “Cigars,” are posting 4-sheets and 

sheets in Tennessee. 

Hamlin’s Wizard Oil Co., Chicago, 
[ll., are posting 2-sheets through their 
agent in Mississippi and Illinois. 

Hampden Watch Co., Canton, Ohio, 
ire posting 8-sheets direct in Michigan 
and Pennsylvania. Will extend. 

Hanes, P. H. & Co., Winston, N. C., 
“Early Bird Tobacco,”” are posting 8- 
sheets and 4-sheets through Sam W. 
Hoke, N. Y., in Southern States. This 
s a large billboard advertiser, who has 
een off the boards for some time, but 
is coming back stronger than ever. 

Hanley Brewing Co., Providence, R. 
l., “Hanley’s Peerless Ale,” are posting 
1 2-sheets through Old Colony B. P. Co., 
in 48 cities and towns in New England. 

Hanley, J. C., Kansas City, Mo., 

'. Astor Cigar,” is posting 8-sheets and 
sheets through Sam W. Hoke, New 
York, in Iowa, ee ar and Missouri. 

Hansen, W. . & Co., Schenectady, 
M.. Fay “Te Pills.” are posting in 
Michigan, Hlinois, Indiana, Ohio and 
New Hampshire 

Harburger, Homans & Co., New York, 


} 
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“Geo. W. Childs,” are posting 20- 
sheets, 24-sheets, 16-sheets and 8- 
sheets through, Sam W. Hoke, New 
York, in Montana, California and Ne- 
braska. 

Harvard Brewing Co., Lowell, Mass., 
“Pure Ale,” are posting 24-sheets direct 
in New York. 

Havana-American Co., Avenue A and 
Seventy-first street, New York City, 
“Cigars,” are posting 12-sheets, through 
New. Orleans branch, in Georgia. This 
is one of the largest new companic 
and will probably do a lot of wor 

Heyman, Herman, San _ Francisco, 
Cal., is posting 8-sheets and 12-sheet 
direct in Oregon and Arizona. 

Hill, W. H. & Co., Detroit, Mich., 
“Quinine Tablets,” are distributing 
samples direct in Ohio. 

Hilson Co., First avenue, Thirty 
ninth street, New York, ‘Hoffman 
House Cigar,”’ posting 8-sheets, through 
\W. W. Seeley & Co., New York, in Ne 
braska and I linois. 

Hires, Chas. E. & Co., Philadelphia, 
a., “Root Beer,” are posting 8-sheets 
‘ 2-sheets, through N. W. Ayer & 
Co., Philadelphia, Pa., in Massachu 
setts, Ohio, Pennsylvania, Kansas, 
Idaho, Virginia, Georgia, Indiana, New 
York, Michigan, Connecticut, Tennes 
see, Arkansas, Wisconsin, Nebraska, 
New Hampshire, Illinois, Iowa, Mis 
souri, District of Columbia, Kentucky, 
Minnesota, Colorado, North Carolina, 
\rizona, Rhode Island, New Jersey, 
Maryland, Oregon, California and dis- 
tributing in Ohio. 

Hirschhorn, Mack & Co., New York, 
‘Tom Moore’ and “Henry George” 
Cigars are posting 16-sheets and 4- 
sheets, through Sam W. Hoke, New 
York, in Missouri, Iowa, Kansas, Illi 
wis, Kentucky, New York anu Wiscon 
sin, and distributing in Wisconsin. 

Hoffman, Ed., Milwaukee, Wis., 
“Medicine,” is distributing direct in 
\Visconsin. 

Hood, C. IT. & Co., Lowell, Mass., 
*Sarsaparilla,”’ are distributing direct in 
New York, Missouri, Georgia, Michi- 
gan, Ohio and as. 

Hughes Bros., Dallas, Texas, “Gro 
ceries and Spices,” are distributing 
direct in Texas. 

Hemmell & Co., Binghamton, N. Y., 
Triple Alliance,’ “Crawford” and 
‘Tom Platt’’ Cigars, are posting 3 
sheets, through Sam W. Hoke, in Penn 
sylvania. 

Hummell & Vogt, Louisville, Ky 
“Grand March Cigar,” are vosting, 
through Sam W. Hoke, New York, in 
Illinois, Indiana, Kansas, Kentucky, 
Ohio, Oklahoma, Tennessee, Texas and 
West Virginia. 

Humphrey’s Homeopathic Medical 
Co., William and John streets, New 
York City, are distributing in Ohio. 
«Hunt, Philip & Co., Minneapolis, 
Minn., “Baking Powder,’ are posting 
8-sheets in Minnesota and Wisconsin. 

India Spice & Drug Co., Marietta, 
Ohio, “Coffee,” are posting 12-sheets 
through local merchants in Texas. 

James Co., J. W., East Brady, Pa., 
manufacturing chemists, are distributing 
in Ohio 

Jaynes, Dr., D. & Son, Philadelphia, 
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Pa., “Patent 
in California. 
Katharmon 


Medicine,” are distributing 


Chemical Co., 
uting samples 





Mo., are distri 
and Michigan 
Kaufmen, A. L. & A. G., N York, 





“Washing ing Cigars,” are 
1 2-sheets, 


New 


Kay 


rtou | 





through Sam W 
Western Sta 


Ne ee 
York, in 
Co., 





Indianapolis, 
Illinois, 


1 
A:..Dewm.Go., 
posting 8-sheets in 
and Indiana. 
David, 
distributir xy cards in 
setts and Hampshire. 
Kennedy & Kergan, 
Mich., are distributing 


Ind., are 
Connecticut 
Kennedy, Dr., 


Rondout, N. 
Massachu 








f.. is 





rs., Detroit, 
booklets in In- 








diana. 
-_—. i & Jaeksonville, Il., 
“Cigars,” is tacking signs t in 





Illinois. 


Kilmer, Dr. & Co., 











Root,’ are di 

e 

Kingsbaker Bros., Los Cal 
“Punch Cigar,” are postir 1-sheets 
through agent in California 

H. B. Kirk & Co., Fulton = street, Nev 
York, “Old Crow Rye,” are posting 
sheets long enough through A. Van 





Reuren & Co., New York, in New York 
and Pennsylvania. 

Knills | Med. (¢ 

“Drugs,” are postin; 





Sennett B. 
Michigan. 


Kohler & Co 












eral North Cigars,” at 
liedman Bros. & Co., Sav 
in Georgia. 

Kondon Mfg. Co., Minneapolis, 
Min e distributing direct in In- 
diana and Obio. 

Kuppenheimer & Co., Chicago, Ill., 
“Clothin re posting ets in 





Minnesota. 

Lanahan, Wm. & Son, Baltimore, 
Md., “Hunter Whiskey,” re 
20-sheets, thre 
New York, in Tennessee, 
and Massachusetts. 
Lane, Chas. FE. & Co., St. Louis, Mo 
ain Relief,” distributing direct 
in Mississippi, 


posting 





ghtaling, 
Ohio, Ge 





-orgia 





are 















Liggett & Myers, St. Louis, Mo., 
“Tobacco,” are posting direct in Mis 
souri, IHlinois and Indiana. 
Leidersdorf & Co., Milwauke Wis., 
‘Tobacco,” are posting 1-sheets in New 
Jersey and Michigan. 

Lincoln Proprietary Co., Ft. Wayne 
Ind., are distributing san iples direct in 


Texas. 

Lovell & Buffine 
Covington, Ky., are 
direct in Ohio, 

Lyon Medical Co., 


are posting 8-sheets and 


Tobacco Co., 
posting 1 


ton 


sheets 







in Kentucky and Indiana, and 
ing in Kentucky. 

McAlpin, D. H. & Co., 146 \venue 
D, New York, “Virgin Leaf Tobacco. 
re posting 1-sheets, 2-sheets, 4-sheets, 
¥-sheets nd 16 sheets. through The © 
1. Gude Co., New York, in Ne York 


City 
McCann’s 3ower New 


Hats, 210 
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INK 
York, 


through A 


are posting 8-sheets 








Van Beuren Co., in New York. 

McCoy & Co., New York, “Gloria 
Cigars,’” are posting 8-sheets through 
Sam W, Hoke, New York in Connecti 
cut, Dakota, Nebraska, Ohio, VPennsyl 
ania, Vest Virginia 

Mack Tol o Co., Cincinnati, Ohio, 

fuslin Signs.”’ direct in Pennsylvan 

1 Ohio 

M lena Co., Warriorsmark, Pa., ar 
stributing samples direct in Ohio. 

in Typewriter Co., 14) 





y, New 
llinois. 
Hall 
Navy 


York, are posting di 


rect in 
Martin, 


& Co., Louisville, Ky 
Tobacco,”’ are posting 6 
heets direct in ichigan 
rchibald A., ..ew Orleans, 


‘North 









a g 1-sheets and 4-sheets in 
Mississippi and Texas. 
Mellier Drug Co., St. Louis, Mo., are 


Indiana. 
Newark, N. J., 


s posting 8 


distributing direct in 
Mennen, Gerl 
‘Talcum P 





owde sheets, 


through the A. Van Beuren Co., New 
York, and Maryland, and a new billing 
to cover 515 cities in the United States 

will start July rst 
Merriam Collins & Co., Chicago, IL, 
uiel Cigar, are posting 8-sheets, 





American Posting Service, 


Medical Co., Elkhart, Ind., 






ibuting direet in California, 
Connecticut, ashington 
Georg Kansas, 

‘onsin, Mississippi, 


Crosse, Wis., 
through traveling 





New York, 
posting 16 
an 1-sheets, through 
New York, in Illinoi 
Missouri, Ohio, In 
‘and Wisconsin. 
Morris & Son, R. F., Durham, N. (¢ 


} 














o,” are distributing signs and 
‘ &-sheet direct in Alabama, 
s« 1 Carolina and Mississippi. 
Morrow, Jno. & Co., Springfiel-l, 
Ohio, “Patent Medicine,” are distribut 














ing books and samples direct in Mic} 
ran, Missouri, Indiana, Nebraska, Wi 
consin and Illinois. 

Moxie Nerve Food Co., West Broad 
vay, New York, are vostine 8-shee 
and 28-sheets through Jno. Donnelly & 
Son, Boston, in Massachusetts, Main 
New Hampshire, Rhode Island; dire 
in New York towns, 

Muscatine Oatmeal Co., Muscatine, 
Towa, are posting 4-sheets and 12-sheets 
direct in Illinois, Missouri, Indiana, 
Ohio, Texas, North Carolina and New 


York. 
National 


“Uneeda Biscuit,”’ are 


Chie 
posting 8&-sl 


leet 
Philadel 


Iil., 





through % W Ayer & Co., 
phia, in Ohio. 
National Cigar Co., Lineoln, Neb 


are posting 1-sheets through local agent 
in Nebraska. 

Leeming, Thos. Sons, 73 W: arren 
street, New York, “Condensed Milk 
are posting 16-sheets through the O. J 
Gude Co., New York, in Massachusett ; 
and New York, and will extend i 


























Nettleton, A. E., Syracuse, N. Y., is 
t 















posting 6-sheets in Pennsylvania. 

Newmark, b. & Co ew York, “Red 
jook”’ and “*Marie Tempest Cigar,”’ are 
posting 8-sheets through Sam W. Hoke, 
New York, in Texas towns; will shortly 
cover New Jersey and New York. 

Northwestern Yeast Co., Chicago, IIL, 
ire distributing samples direct in lowa 
nd Missouri. 

Ohio Coffee & Spice Co., Columbus, 
Ohio, are posting 24-sheets direct 1 
New York 

Ohio Gum Co., Pittsburg, Pa., are 
posting 24-sheets and 8&-sheets direct in 
Ohio, ennsylvania, Michigan, New 
York, Georgia and Kentucky. 

Olmsted, Allen S., Le Roy, a 
‘Allen’s Foot Ease,” is distributing 











samples direct in New York, Connec- 
ticut, Indiana, Michigan, Nebraska, 
Colorado, Illinois, Kentucky and Texas. 

Omega Oil Co., Boston, Mass., are 
posting 3-sheets and 8-sheets through 
W. W. Seeley & C New York, in 
Pennsylvania, Massachusetts, Indiana, 


Maryland and Rhode Island. 


Ottenberg, S. & Bros., Second ave 
and Twenty-second street, New 
are posting 16-sheets, 3-sheets and 





ets in Te 





as. 











Pabst Chemical Co., 176 E. Huron 
treet, Chie ago, Ill., are tacking direct 
in Ohio and Virginia. 

Patterson, R. ., Tobacco Co., Rich 
mond, Va., “Grape Tobacco,” are post- 

g &-sheets and 4-sheets through Sam 

. Hoke, New York, in North Caro- 
ina Virginia, Tennessee ar West 
Virginia. 

Peruna Drug Co., Colut Ohio 
re distributing in Mich New 
Hampshire, Georgia, Texas, Ind liana, 





Georgia and Oregon. 

Pierce, Dr. R. V., Buffalo, N. Y., is 
posting and distributing in Michigan, 
Massachusetts, New Yor 





Illinois, 
Jersey, 
and 


low 
Rhode 
Kentucky 
Minneapoli 


28-sheets, 


Mit nesota, 
laine, Nebraska, 
Island, Maryland, 


~ New 
Ohio 
Pillsbury-Washburn Co., 





Minn., are posting 8-sheets 


nd_1-sheets, Vitos, direct in Michigan, 
Illinois, Connecticut and Georgia. 
Pingree & Smith, Detroit, Mich.. 


“Shoes,” sheets direct in 


Minnesota 


ire posting 








Pinkham, Lydia |} Medicine C 
Lynn., Mass., > distributing direct in 
Georgia, Ohio, California, Connectict 
Maine, Illinois, Indiana, Texas, r 
braska, New York, New Hampshire 

North Carolina, Mon 

















tana, Mississippi and Colorado 

Plaza Hotel Co., New York City, are 
posting 3-s.eets in large cities «¢ tine 
country direct. 

Powell, Smith & Co., Chicago, Hl 
Cremo Cigars,” are posting 2-sheets 
lirect in Towa. 

Prickley Ash Bitters Co., St. Louis, 
Mo., are »osting 8-sheets throug lrug 
gists, local direct, in Kentucky, Texas 
nd Georgia. ’ 

_ Reynolds, R. J. & Co... Winston, N 

“Tobacco,” are posting and dis 
tributing t-sheets and irds direct in 
Pennsylvania and Texa 

Richmond, Dr. S. A., rvine Co., 

St. Joseph, Mo., are di tributine papers 


n Kansas, 
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Rinaldo Bros. Co.. San Francis« 
Cal., are posting 8-sheets, through 
Owens, Varney & Green, San Francis« 
in California. 

Robinson, Jno., South Bend, Ind., is 
posting threugh agent in Indiana. 

Rosskam, Grestley = Coa, F&F hiladel- 





Pa., “Old Saratoga 
e posting through A. Van Beuren & 
Co., New York, in New York, Con 
ecticut, Georgia, North Carolina, In 
diana, Alabama, Florida and South 
Carolin 
St. Jacob 
listributing 


and Nel 


Whiskey, 





Institute, Chi 
books direct in 
yraska. 

Scourene Mfg, 


Ill., 
Missouri 


"ago, 


Co., New York, 





are 
osting 8-sheets through W. W. Seeley 
& Co., New York, in sections of Ney 
England and Massachusetts. 

Shaver, Blake & Co., Cedar Rapids, 
‘Ball Blue,” are posting 8-sheets direct 
in low: 

Sherman Bros. & Co., Chicago, IIl., 
‘Tea and Coffee,” are posting 8-sheets 
and 3-sheets direct in Missouri. 

Shoop, Dr., Family Medicine Co., 
_ icine, Wis., are distributing direct in 


californi 
Micl higan, 
Georgia, 


Washington, Ohio, tndiana, 
New York, North Carolina 
Visconsin Nebraska. Col 
ado, Texas, Montana, California, Ore- 
gon and Marylan 
Silverthau « Co., 
street and Fi venue, 
‘Andrew Mack, “Louis 


“Consonia’ Cigars, are 








and 


posting 6- 


James’ 





sheets and 4-sheets through A. Van 
fcuren & Co., New York, in San Fran 
cisco, California, Wisconsin, Iowa, 
‘olorado Minnesota, Michigan,  Hli 
Indiana, Montana and California. 
Singer Sewing Machine Co. 1 19 
Broadway, New York, are posting 8 
sheets through local agents in Penn 
sylvania and Georgia. 
Slocum, jergren Co., Minneapolis, 


1-sheets 
innesota. 





Minn., 





















‘ \., Cincin 

ti. O| , ” post 
! sheets t h Owens, Varney 
& Green, San Francisco, Cal., in Cali 
fc 1 

Southwestern Soda Fountain Co., 
Dall . g i-sheets di 
rect ind Texas 

Sp iros ay; Be C.. 
‘Tol are posting 2-sheets direct 
n Kk : 

Snencet os., Martinsville, Va i 
posti 1-sheets direct in G iz 

Spencer Meuical Co., 





distributing in 


Iil., 


Chic 














ZO, 
»-sheets direct in Tllinois 

cob, Jr.. & Co.. One Hun 

Sixtv-eighth street and Third 

vy York, “Cigars.” are post 

ing 12-sheets. through W. W. Seelev & 

Ce New York, in Wisconsin, New 

England, New York, New Jersey, Iowa, 
Minnesota and Massachusetts 

Stein-V« r Drug Co., Cincinnati 

Ohio, are sign-tacking direct in Ken 

tucky 

Sterling Remedy Co., Indiana Minera 

rings. “Cascarets.”” a di -ributing 

ect in Kansas. New York, rginia 





and Rhode Island 
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Stickney, Wm. A., St. Louis, Mo., 
“Cigars,” are posting in Illinois direct. 
Geo. Storm & Co., New York, 
Capadura”™ se “Robt. Burns” Cigars, 


are posting 8-sheets and _ 16-sheets 


through local agents in Ohio. 


Strauss, Levi & Co., San ig ee. 
Cal., “Overalls,” are posting 8-sheets 
through Owens, Varney & Green, San 


Francisco, Cal., in California, Montana, 


Oregon and Washington. 


Sutton, Patteson & Co., Louisville, 
Ky., are posting 8-sheets direct in North 
Carolina. ae 

Swift & Co., Chicago, Ill, are tack- 


ing signs in Illinois. ; 
Tarrant & Co., 278 Greenwich street, 


New York City, are distributing and 
posting 12-sheets and 2-sheets direct in 
Texas. 

Temple & Ellis Co., South Bend, Ind., 
“Cigars,” are posting 6-sheets and 1- 
sheets direct in Mississippi and Ten- 
nessee. 


Thatcher Medicine Co., Chattanooga, 
Tenn., are posting direct in Georgia. 

Tilden & Bendel, San Francisco, Cal.. 
“Baking Powder.”” are posting 3-sheets 
and 1-sheets in California and Arizona 
direct. 

Upham & Wilcox, 
posting direct in 


Chicago, Ill, are 
Indiana. 


Van C amp’s Packing Co., Indian 
apolis, Ind., “‘Boston Pork and Beans, 
are posting 8-sheets through their own 
agent in Minnesota, Colorado, Pennsyl- 


vania, Ohio and Wisconsin. 
Washburn-Crosby Co., 
Minn., “Yuca,”’ are 
direct in Towa. 
Washington 
cago, TIll., are 


Minneapolis, 
posting 8-sheets 
Medical Institute, Chi 
distributing direct in 
Michigan, Iowa, Indiana, Missouri, 
Kansas, Wisconsin, Pennsylvania, Ili 
nois and Massachusetts 

Weideman Co., Cleveland, Ohio, 
“Wholesale Grocer and Liquors,’ are 
distributing in) Ohio, 

Vells, S. C. & Co., Le Roy, N. Y., 
*“Shiloh’s Cure,’ are distributing book 
lets direct in California 

Wells & Whitehead, 
“Cigarettes.”” are posting 
in North Carolina. 

W ertheimer Co., San Francisco, Cal., 
“Cigars, are posting 8-sheets and 1 
sheets direct in Montana. 

Whiteman. McNamara 
Covington, Kv., are dist 
direct in) Ohio. 

Williams, Dr., I i West Thir 
tv-fourth strect. New York, are dis 
tributing through <A. Beuren & 
Co., New York, in New York, New 
Jersey and Pennsvlvania. 

Williams. W. M., Indiananolis, Ind., 
“q o'clock Washing Tea, are dis 
tributing natal in Michi 
gan and Texas. 

Wilson & * MeCallay. 
Ohio, “Tobacco,” are 
rect in Arkansas. 

Woolson Spice Co., 117 Wall 
New York, “Lion Coffee,”” are posting 
8-sheets and 3-sheets: distributing pack 
ages direct in Wisconsin. Missouri In 


Wilson, N. C., 
1-sheets direct 


Tobacee Co., 


tributing cards 


Visconsin, 


Middletown, 


street, 


diana, Ohio, Kansas, Colorado, Ken- 
tucky. Towa and Michigan 
Zeilen, J. H. & Co.. Philadelmhia, Pa.. 


re posting 1-sheets direct in 
Mhio, 
ado. 


1 Kentucky, 
Georgia, Pennsylvania and Color- 


distributing di 
. 





FRINTERS’ INK. 


BEING SPEt SPECIFIC. 


Making a feature of a single ar- 
ticle in an ad is by all odds the 
most direct way of getting people’s 
attention fixed upon you and your 
business. John Schwarz, dealer 
in cutlery,” gives information, 
true, but it is information of the 
meagerest. Let John Schwarz use 
his space to set forth one certain 
article—a pen-knife, say. ‘John 
Schwarz is selling a handsome, 
serviceable pen-knife for fifty cents 

-a knife with two good steel 
blades, mounted in imitation ivory, 
sharp, ready for use, capable of 
keeping an edge of a handy size.” 
Such a statement gives the reader 
something tangible to think abou: 
and reminds him possibly thac he 
has been in need of a pen-knife 


these many days. It is as though 
John had personally selected a 
knife from his stock and handed it 


over for inspection. In addition 
it gives the reader a far better basis 
for speculation upon the rest of 
the stock. If John has knives for 
fifty cents he must necessarily have 


good scissors at the same price; 
one would better step in and see 

find out what sort of a knife 
can be had for seventy-five cents 
or a dollar. So with the butcher 


and druggist and second-hand 
bookseller. Let them use their 
chance of access to the public ear 


to tell about some special thing 
they have to offer—some bit of 
ware that they are rather proud 
of—‘fine lot of spring chickens 


came in yesterday: tenderest lot 
received this season, ten cents a 
pound ;” or, “a new preparation of 
vaseline and witch hazel for cur- 
ing the chapped hands and lips so 
prevalent these April 
“a fine unabridged 
thorized edition, at 
nearly new.” 


of ads that say 


days:” or, 
Webster, au 
$4.50, very 
These are the sort 
something definite 


and give the reader food for 
thought; are not colorless, mean 
ingless generalities—Ad Sense. 


‘or 
A GOOD SALESMAN. 

A good salesman is one who sends a 
customer away with a good impression 
of the house, even if he does not carry 
away a dollar’s worth of goods at the 
time. To show impatience because a 
customer does not buy is as poor busi 
ness policv as to trv to convince him 


that he does not know anythine about 
the quality of goods he is inspecting— 
Implement Trade Journal. 





jeden 















PR 
WHAT SOME 








TERS’ INK. 
PUBLISHERS ASSERT. 


*© 7 said in my haste all men are liars.”—/'salm cxvi., U1. 





The paragraphs in this department are inserted without any charge or 


payment. 


\ publisher who has a good story is invited to tell it as tersely as 


he can, setting up the most substantial claim he habitually uses to influence 


advertisers. 


Although a publisher need not necessarily refer to any paper but 


his own, there will be no objections to comparisons. What the publisher 
sends is published as coming FROM HIM. It is his privilege to praise his own 

aper all he likes, for what is wanted is what can de said in its favor. What 
he does say, howeveg, ought to be true—adsolutely. 


ALABAMA. 

Montgomery (Ala.) Advertiser (2).— 
The increase in the business and circu- 
lation of the Advertiser has made it 
necessary to put in a new and improved 
20-page Goss Straight Line Press and in 
view of the fact that it is published in 
the center of the State, and at its com- 
mercial, political and social capital and 
is, strictly speaking, the only State pa- 
per published in Alabama, it is by long 
odds the best advertising medium 
through which to reach the people of 
this State. 

CALIFORNIA, 

Oakland (Cal.) Signs of the Times 
(3).—The average weekly circulation 
of the Signs of the Times during tne 
year closing March 31, 1900, was 49,- 
181. The lowest number on tue sub- 
scription list was 36,866. 

San Francisco (Cal.) Traveler (2). 
This journal was established January, 
1893, seven and one-half years 
is published monthly, and contains 20 
pages, printed always upon enameled 
paper throughout, and its special feat- 
ure is its beautiful half-tone engravings, 
always interesting and timely, accompa- 
nied by letter press of equivalent inter- 
est. It reaches 10,000 homes of the 
hest people in the West, and because of 
its beauty and artistic appearance is 
preserved for filing or binding, so that 
its advertisements are never dead. It 
does not reach the plebeian class—only 
well-to-do and educated people, most of 
whom can afford to buy what they want. 

COLORAD). 

Colorado Springs (Colo.) Gazette (3). 

The Gazette has a larger local circu 
lation in Colorado Springs and _ its 
suburbs, including Manitou, Colorado 
City, Roswell, Broadmoor and Ivywild. 
than the combined circulation of al 
other dailies circulating in this dis- 
trict The total circulation of the 
Gazette is more than double the number 
of papers circulated by all other daily 
Colorado newspapers in the territory 
of Colorado Springs, Manitou, Colo- 
rado City and Broadmoor. The Ga- 

tte has a larger circulation in Denver 
than all the Denver papers combined 
have in Colorado Springs. The Gazette 
has a larger circulation in Cripple 
Creek district than any other daily 









EXPLANATION. 

1) From printed matter emanating from 
the office of the paper and used in connec 
tion with its correspondence. 

(2) Extract from a letter or postal card. 

(3) Extract from the columns of the paper 
appearing either as advertising or reading 
matter. 

(4) By word of mouth by a representative 
of the paper. 


published outside of that district. The 
Gazette has a larger circulation § in 
Florence and Canon City than any other 
daily published outside of those two 
cities, encapt the Denver News. The 
Gazette has a larger circulation in Pu 
eblo than any other paper published out- 
side of that city, except the Denver 
News. The Gazette has three times the 
circulation throughout the State of Colo- 
rado of any paper published outside of 
Denver. The Gazette is the only paper 
in the State of Colorado, except the 
Denver News, whose paid circulation is 
guaranteed by a responsible advertisers’ 
guaranty company under a bond of 
$50,000. e have consistently  as- 
sumed the position that our circulation 
is a matter which concerns us and our 
advertisers alone, and we are not nor 
have we been interested in the circula- 
tion of alleged competitors. A newspa- 
per speaks for itself for what it is, for 
its standing in the community and the 
support that it is getting from _ its 
patrons. According to that standard 
the Gazette is willing to be judged. 
Further than that all our books are al- 
Ways open to our advertisers and any in- 
formation regarding our circulation in 
general or in particular will be cheer- 
fully furnished at the business office. 
CONNECTICUT, 

South Norwalk (Conn.) Evening Sen- 
tinel (1).—There is no free circulation 
of the Evening Sentinel. Its circula- 
tion is nearly 4,000 copies, and that is 
more than twice the circulation of all 
the other Norwalk papers. 

INDIANA, 

Indianapolis (Ind.) News (3).—The 
Indianapolis News, during the month of 

ay, printed 1,20414 columns of paid 
advertising matter, as against 985 9-10 
columns in May, 1899. This is a gain 
of 218 3-10 columns for the month, or 
an increase of more than eight columns 
aday. The News printed 19,662 “‘want” 
advertisements durine the month; the 
other four English papers printed 16, 
987, showing a clear lead for the News 
of 2,675 “‘want’’ advertisements. i 
is the greatest record ever achieved by 
any Indiana paper. 

MAINE. 
« Waterville (Me.) Home Queen (2). 
A monthly publication devoted to the 
household and women in_ particular 
las a guaranteed circulation exceed 
ing 200,000 monthly, each copy being 
sent in a separate wrapper. The rate 
is 60 cents per line, no time or space 
discounts. 
MINNESOTA. 
Minneapolis (Minn.) Times (1). 
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classified advertising 


Prints more paid 





than all the St. Paul dailies combined 
and nearly as many classified advertise- 
ments as any two other daily papers in 
the twin cities combined, It prints no 
free advertisements of any kind, every 
line being paid for. The Times classi- 
fied columns are popular because they 


are result producers. 


MISSOURI. 

St. Louis (Mo.) Central Christian 
Advocate (2).—The Central Christian 
{dvocate covers one of the richest 
idvertising fields in the country name 
lv, Missouri, Kansas, Iowa, Nebraska, 
Colorado, Wyoming, Oklahoma and, in 
fact, everything in the Southwest reach- 
ing to the Rocky Mountains. The pub- 
lishers will spare no pains to make this 
one of the greatest religious papers in 
the country, and we agree to take the 
best care of first-class advertising, the 
only class we will accept. 

NEW YORK, 
New York (N. Y.) Hardware Dealers’ 


Magazine (3).—Our average circulation 








per issue exceeded 11,000 copies during 
the past year, which was ten per cent 
in excess of our guarantee. 

New York (N. Y.) Times (1).—The 
volume of (advertising printed in the 
New York Jimes in the month of April, 
1900, was 1,115 agate lines greater 


than in the canals month of last 
year. 

New York (N. Y.) 

The oldest, largest and most widely cir- 
culated paper in the trade, covering 
thoroughly every. branch of the business, 
furnishing the largest volume of reliable 
news and employing the largest staff 
of correspondents at home and abroad 
and being patronized by the leading ci- 
gar and tobacco dealers and jobbers in 
every section of the country. There- 
fore possesses a larger subscription list 


Tobacco Leaf (1). 


and a more extensive advertising in- 
dorsement than any of its contempora- 
ries. 

OHIO, 

Cleveland (Ohio) Leader (1).—Some 
newspapers rake the town all over with 
a fine tooth comb and beg advertise- 
ments at any price, and of any charac- 
ter. The Cleveland Leader selects its 
patrons and limits the quantity of its 
advertisements to suit the reading mat- 
ter and news of the day, because its 
circulation is so large that it can afford 
to do so. Only _ reputable advertise- 
ments of responsible advertisers pub- 
lished. Largest circulation and _ best 
patronage. Reaches every class that ad- 





vertisers desire to reac 
Kenton (Ohio) Nevws-/ epublican (1). 
Prints more home ie rtising than 
any paper in a city of this size in the 


United sae” 
NSYLVANIA. 

Philadelphia» iP a.) Ladies’ Home Jour- 
mal (3).—The circulation of the Ladies’ 
Home Journal has reached 900,000, and 
passed it by 5,000—905,000 copies being 
the aggregate circulation of the April 
issue. This is an increase of over 36,- 
000 copies per month for the last four 
months—since January first of the pres 
ent year—over the corresponding period 


in 1800. Even these figures do not tell 
the whole storv of the vrowtn of the 
Journal’s popularity. But they stand 


for the extreme limit of the capacity 
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of the presses upon which the magazine 
is printed, but which for the last year 
or more—even with the constant in- 
crease in their number, and running day 
and night—have been unable to keep the 
supply apace with the increasing de- 
mand. Every issue within that period 
has been exhausted in less than a fort- 
night after the date of publication, and 
the mechanical restrictions have made 
it impossible to meet subsequent calls 


or it—several thousand each month. 
a (Pa.) New Ideas (1).— 
e brightest and most up-to-date 
monthly “published, giving the latest 
news of interest to wide-awake, pro- 
gressive people everywhere. The best 
mail-order advertising medium in the 


world. Ra 
half a 


tes 50 cents a line for over 
million readers guarant:ad. 
TENNESSEE. 


Chattanooga (Tenn.) Times (2).—Is 
the only morning paper published in 
Chattanooga, a city of 50,000 inhabit- 
ants, and the only paper of any kind 
published in this city on Sunday. It 
has the exclusive morning circulation 
throughout East Tennessee, North 
Georgia, North Alabama and Western 
North Carolina; and is considered by 
the best advertisers to be the only 
medium for reaching the people of 
this section. Its circulation is 12,000 
daily and 20,000 Sunday. 

Knoxville (Tenn.) Sentinel (2). 
the only evening vaper and only Dem 
ocratic paper in eeavilie. Knoxville 
is the second wealthiest city in the 
United States per capita. 


UTAH, 

Ogden (Utah) Industrial Utah (2).— 
Is printing and circulating 9,000 fa- 
pers every issue. Its bona fide subscrip- 
tion list is 7,000. This is the oniy ya- 
per of its class between Denver and 
the coast and covers a field that can te 
reached through no other medium. 

WISCONSIN, 

Milwaukee (Wis.) Journal (1).—The 
city circulation alone of the Milwaukee 
Journal is not only larger than is the 
total circulation of any other English 
evening paper printed in this city, but 


is also larger than is the combined 
city circulation of the two other En- 
glish evening dailies published here. 


The total circulation of the Journal is 
guaranteed to be double that of any 
other English evening paper here. Ad 
vertisers are welcome at any time and 
all times to inspect any record in the 
Journal office having a bearing on cir- 
culation. 

West Superior (Wis.) Evening Tele- 
gram (2).—Are you ready to push your 
advertising in Superior and Northern 
Wisconsin through the Evening Tele- 
gram? It is the best and the only paper 
that is thoroughly covering the field. 

ONTARIO (CAN.). 


London (Ont.) Free Press (2).—Is 
the only morning paper published west 
of Toronto, and the cue combined 
morning, noon and evening paper in 
Western Ontario. The morning edition 
circulates among business people and 
those of leisure, the noon among the 
farmers and the evening among the 
working classes. London is the center 
of Western Ontario, and is surrounded 
hv the richest farming community in 
Canada; it should make it a valuable 
field for you. 




















BRIGHT SAYINGS. 


PRINTERS’ INK solicits marked copies of print- 





= advertisements in which ** bright say- 
gs,”’ terse and epigrammatic expressions, 
~ " ear. There are many of them, and some 


of them are very good. 


shoes, 


Hicu or low-cut but only high 
juality 

Don't skip a word or you may skip 
dollar 

Any store for clothing; this store for 
ood clothing. 

QUALITY in every garment and style 
in every seam. 

\s full of style and quality an egg 

full of meat 

RicguHt, That one word briefly de- 
ribes our stock. 

SERGE that adds honor to the name, 

t the “stretchy” kind. 

We keep all grades, but our lowest 
tart at good and go up. 

WeE can sell good clothes cheap, but 
we will not sell cheap clothes. 

SOMEWILERE between these prices you 
e sure to find what you want. ; 

Wr advertise these goods at these 
prices because they advertise us 

WeE hesitate to print the literal truth 
it would sound like exaggeration 


Let your ideas on dress be what they 





will, you'll find us able to satisfy them. 

Put a Knox hat on your head and you 
have reached the limit of hat goodness. 

We don’t call it a bargain—only a 
regular John Wanamaker money’s-worth. 

We make firm, long time friends with 
our policy mall profits, many sales.” 

Pur fullest value for your money is 
no novelty here. It’s a standing condi- 
tion. 

FoLttow us and you follow fashion. 

Ir you don’t want to buy, don’t. 
But look. : 

We make it a point always to give 
you a little more for your money than 
you expect. 

ANOTHER value that compels the ques 
tion so often asked here: “Tlow can 
vou do it?” 

Tuts is the store of plenty The 
stocks yield to every wish and bend to 
every purse. 

Reapy, not for one taste, but for all 
tastes. Ready, not for one cachet, 1 but 


for all pockets. 


It is a duty you owe your judgment 











and your purse to visit this store before 
you buy elsewhere. 

We've never talked wool and sold 
cotton. We g untee everything we 
sell and everything we say. 





With a sigh of relief one turns fri 
our policy—Small profits, many sales.” 
to a rational offering like this. 

up your mind 
season you will 

these unusual 


made 


this 


UNnLEss you have 
to go without 
certainly be interested in 
values. 


socks 


EXPERIENCED salesmen to give you at 





tention, but they’re not here to dictate 
You’re the one to say whether you buy 
r not. 

We are not given to wordy explana 
tions of our business moves. The one 
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word overstocked tells the reason of this 
short sale 

Keep your hands ia your pockets and 
hold fast to your purse as your eye 
roams over our stock. It’s a temptation 
to part with your 
ue tailor’s tape 
1e ribs, but it’s 
compare 
we 
folks 
one ry to 
allacious! 
on it is 


cash. 

may tickle 
expensive a 
the clothes 
offer at a third 
think that all that is 
attract is low price. How 
Price alone is no test of 
what the price represents 
that proves its attraction. 

We want you to know that 
alone can’t bring garments into 
house. The fabrics have got to be 
the trimmings have got to be 
and the tailoring has got to be 

Tue nicest silk ageongennce 
“noisy” because they are made 
fter the luxury - them 
onstrated in the quantity of material, a 
full pattern of t yards being 
iry for the latest des 

We know of no str 


dorse our 


you in 














style 

this 
right, 
right, 
right. 
are not 
with the 


is dem 









silks; 





neces 





rns. 
onger way to in 
clothing than to put our name 
and trade-mark on it. It’s just as if 
we said, “We warrant this garment to 
be all sewed with silk, made of 
ials, in beter style than you 


better 
can buy anywhere else at the price 


wool, 


thater 


a 
TWO MERCHANTS, 
n has made a 
judicious advertising. 

starting in business at 

One uses all the 
well, and 
gantly. The 





fortune 
lake two 
the same 
money he makes 
ometimes even ex- 
other invests all the 
he can lay his hands 
on in advertising here, there, every- 
where that he thinks will attract public 
notice. What is the result? The man 
who advertises has crowds flocking to 
his shop to the beauties of the ad 
ertised goods, and the public begin 
to run so will t continue from sheer 
force of habit The first shopkeeper 
will in the meantime be sitting, un 
thought of and uncared for, aghast at 
the crowds which d: iily throng the count 
ers of his -~ ipetitor, and bitterly be 
wailing the bad luck which has followed 
his own venture into trade. Yet he has 
no one to blame but himself.—Chauncey 
M. Depew, in New York Journal. 
oe - 


Classified Advertisements. 





time. 
in living 
trava 
surplus cash that 


see 


as 


ley 


Advertisements under this head two livesoer> 
without display, . Must be 


ha 





ded in one week iu advance 


DVERTISEMENTS the EVENING Post 
8. C. 


4 Charleston, 


Py XPERT typesetting for advert s. Trial on 
approval, PURITAN BOOK ( ‘0., Buffalo 


DVERTISEMENTS fer the paper w ith largest 
local circulation in Charleston, 5. ( THE 
PVENING Post. 


\ ’ ANTE! Good newspaper cuts for grocery 
and meat ads, Will buy one or 500, Send 
STONE, Drawer 1, Hartford, (t. 


for 


proofs to C. JOHN 


\ RARE opportunity for a live, active newspa 
per man, capable of handling the details of 








an established publication doing a large and 
profitable business and about to increase its fa 
cilities. Address ‘ {ARE OPPORTUNITY,” care 


Printers’ Ink 

















\ * ANTED--A business manager and financier, 
w.th $25,000, to buy an interest in one of 
the oldest, best established and best paying 
monthly publications in the United States A 
unce of a lifetime Address “CHANCE OF 
3 IFE TIME,” care Printers’ Ink. 


() ONE YOUNG MAN 
IN FACH TOWN 
n do special work for me. 1] would rather get 
the soung man who sells advertising or writes 
pews for the local paper than almost any other 
man in the town. I think I can make him an in 
Te ay sting proposition 
articulars on request 
CHARLES AUSTIN BATES, 
Vanderbilt Building, New York 





al 
MAILANG MACHINES 


ee ST, a labeler. ’9% pat.,is only $12. REV 
ALEX. DICK, 43 Ferguson Ave.. Buffalo, N.Y. 


- +> = 
HALF-TONES. 

ERFECT cop) Pat half-tones, | large 

We per THE YoU NGSTOWS AR EN 





in 
AVING ( oO , Young fetown, Ohic, 
- 
POSTAL CARDS BOUGHT. 
| *"NCANCELLED printed or addressed postal 
ards and stamps bought for cash BURK 
‘TURING CO., 614 Park Row Bldy.,N.Y 
— ad 
SUPPLIES 
| HS paper is gounr? wih ink manufactured 
oe W. D. WILS PRINTI i \K CO. 
Lte.. 18Spruce St bo York. Spe 
< wD 





MA* { PA 





ul prices to 
i al 
ILLUSTRATORS AND ILLt STRATIONS 


] e SE NIOR & CO., Wood Engravers. i0Spruce 
t.,.New Yor kK. Service good and prompt 





UPERION engravings: promptness; lowest 
> wrives, ART ENGRAVING Co., ashing 
ton D. . 

+> 


NEWSP. 1PER INFC INFORMATION. 


k OR latest newspaper information use the lat 
est edition of the AMERICAN NEWSPAPER I)! 
RECTORY, issued June 1, 1900 Price, five 
dollars. nt free on receipt ” ice GIO re 
ROWELL . OO. 10 Spruce St., New Yor 


dl 
ADVERTISING INSTRUCTION, 
fudvertisements. We teach 
you this modern, fascinating and money 
making business by mail, actically, success 
fully Highly indorsed, Good demand, big 
prospects, Send for free prospectus AG 
DAVIS CO,, Suite 2, Medi: an Temple, Chicago 
- 


FOR SALE, 





I EARN to write 
4 














ADDRESS 








VO « NEW canvassing. agents, alt over U.S 
rs 200 this month only $1 per M; lot for $ 
‘ever used, A fine lot. M. BOWLES, Wood 
ford, Vermont. 
Sin ADDRESSES, new and reliable, alpha 
betically arranged. including attorneys, ven 
sts, ists, pg i t +, $4. MAR 





dru y 
8 tALL & BRUCE ¢ 





PREMIUMS. 


PELIAPLE goods are trade builders. Thou 
sands of suggestive premiums suitable for 
publishers and others from the foremost manu 
facturing and wholesale dealers in jewelry and 
kindred tine s. 700-p. ill’d livt price catalogue 
free. S. F. MY ERS CO., 48-50-52 Maiden Lane, N.Y. 


YREMIUMS-— If vou are using roing to ure 
guitars, mandolins, banjo olins o 
oods of a musical nature.sé hd t orourca 
and prices, We ean give you some valuable 
gestions and save you money A. O. & E.C 
HOWE, Manufac egy rs and Jobbers, 904 Vay state 
Pldg., Chicagy, I 












PRINTERS’ INK. 


BOOKS. 


\ POSTAL?CARD will get our wine cooke 
4 book and price list. if a a eee 
to eat and drink send for SWEZ 
with Brotherhood W ine ¢ O., Ne w York ( ity. 


ges e ETS OF THE MAIL- “OR DER TRADE. The 
nized manual, gives practical informa 
ages tome unt details of the busi 
nd, price #1 postpaid. SAWYER 
PUB Co. Temple Court, New York City 
= ~-o 


NEWSPAPER BARGAINS. 












( ) NE of the greatest opportunities in New Eng 
lind States—a weekly and job plant —prac 
tical monopoly—profit $2,500 a year Must be 
sold quick. About $5.000 cash required. The 
first newspaper man who sees the property and 
appreciates business situations will own i 
Dailies and weeklies in 38 Stat Send for my 








special list Any reliable properties for sale, 
*David” knows about them. What do you 
want! 


Wanted— by clients reliable daily and weekly 
p Pp rties . the East and Wes 
F. DAVID. Abington, Mass., Confidential 


Boker and Expert in Newspaper Properties 





“oF 
A DDK ESSES. 


( YREATE business “without expensive newspa 
per advertising. Use Carter’s Classifled Ad- 
dresses, Only house in the world furnishing 
hames not to be found in directories. Have you 
a remedy for cancer, catarrh, deafness, dyspe 
sia, kidney troubles, nervous troubles, rheuma- 
tism, skin diseases, etc./ Do you want agents to 
sell your goods from house to house? We have 
America’s populetion classified according to af 
flietions, occupation or condition. Can address 
your envelopes or wrappers Capacity 100,000 
daily by expert copyists. Prepared to furnish 
any classof names, envelopes or wrappers, plain 
or printed, address the latter and attend to mail 
ing if desired. State specifically what you have 
to sell, how you want to sell it We will reply 
by return mail with full information that will 
whi — your business 


ANK R. CAR’ 

FOR SA 

| AND 2-cent postage stamps in lots of $1 t« 

$109 worth fe ile at 10 percent off. BUR R 
MFG, CO., 19 Park Row, New York. 









success. 
RK, 12 EAST 42p ST., N. Y. 














QT INEMETZ perfecting press and stereotyp 
' ing machinery, 8,000 per hour, four or eight 
pp, cheap; $800, Kk VreERP It ISE, Brockton, Mass. 


I MR SALE—A modern Goss Clipper Web Per 
fecting Press. Prin from 7 or 8 columns, 
ength., In thorough running order. 
type mi whine, late pattern, only 
BANGOR PUB. Co., Bangor, Me. 


22 inches 1 
Also one 
two years 0 





i. 





R ARE opportunity Cranston drum cylinder 
it k and news press. Size of bed 34x50. In 
excellent condition, Must be sold at once to 
make room for web press. Price ridiculously 
Jow. Address DAILY WS, Newburyport, Mass, 








I IVE afternoon paper, with good equipment, 
4 including linot ,hewspaper, job presses, 
yaper cutter, ete., in Western county seat of 
30,000, offered at a bar; Splendid advertising 
and jo patronage,which can be largely increas 
ed ; Official city and county paper; Republican 
largest circulation. Rest reasons for selling. Ac 

dress at once, “DISAGREEMENT,” Printers’ Ink. 


> VERY issue of PRINTERS’ INK is religiously 
4 read by many newspaper men and printers, 
as well as by advertisers. If you want to buy a 
paper, or to sella paper, or type or ink, the thing 
to do is toannounce your desire in a classified 
nd ve a ment in PRINTERS’ INK. The cost is but 
ine. As a rule, one insertion will do 
Address PRINTERS’ INK, 10 Spruce 























the “ath sine 
, New Yor Kk 


TEWSPAPER FOR SALI An established 
4 paying newspaper in fine, large, growing 
Minnesota town, in rich farming country. Clear 
fieid d good equipment. 6 quarto, independ 
ymo 7 iness, peifect title and immedi 
{ Reason for selling: owner's 
health. Fine opening for some ne waieayes man 
lookiug for property worth about $3 
tigation invited, buc « ne from partic s whe could 
pay cash. Address ; » Printers’ Ink. 





















LETTER BROKERS. 
ETTERS, all kinds, receiv 
4 advertising, wanted 
you or what kind do you wis 
MEN OF LETIERS ASS’N 


+o 


TISING 





ed from 
and to let 

yte hire of t 
» Broadway, N.Y 


newspaper 











{DVER MEDIA 


ston, 8. ¢ 


[HE EVENING Post, Chark 
pue EVENING POST, Charleston, $ 
EVENING POsT, Charleston, 8. C 


5 ioe 
‘icon 


EVENING POST, Charleston, S. 





T= EVENING POST, Charleston, S. ¢ 
‘te EVENING POST, Charleston, S 
*URSCRIPTION premiums wanted. FARM AND 
» TRADE, Nashville, Tenn 
TH best advertising medium in Charleston 
S. C., is THE EVENING Post 
‘HE EVENING POST, of Charleston, 8S. C., 
claims the largest local circulatio 
Bs Riso +} journal for sil city edvertisin f 
Charleston, S. C., is THE EVENING P« 
Nashvil 





on FARM AND TRADE 
g. Only 1% aline 


es youre 


Tenn. It’s growin 





{1) WORDS, 5 times, 25 cents. ENTERPRISE, 
Brockton, Mass. Cir« "ulatic mn exceeds 6,00 
ODD FELLOWS read}. O. 0. F. Ivem 


2,000 Port Huron, Mich. 


DVERTISERS’ GUIDE, N 
“ line. Cire’n 4,500, Close 


Ads 5 cents a line 
wmarket, N.7..9°. 

ith. sarnpie free 
y person advertising in PRINTERS’ INK to 

the amount of $10 or more ts entitled to re 

ceive the paper for one year 
"| H! advertising forall the de partments of the 

’ city of Charleston, is done under 
contract ex¢ lunive ly in HE E vices Post 
machines 


WEB perfecting press, linotyper 
P of 


vi a building its own is evidence 
rity of Tut NING Post, of Chark 





of 
EV 





) Southern farmer boy swears by FARM AND 
. Nashville, Tenn., the only paper in 


the world published in his interest, Oc. per 


the South 
Tenn. ; 10¢ 
month pre 


agate line. 
Ly reach the prosperous farmers of 
t FARM AND TRADE, Nashville, 
ne te line. Forms close 25th of 
en ding date of issue. 
PME only farmer boys’ paper in the world is 
FARM AND TRADE, cagey-oag noah Tenn. If you 
want to reach that class the best and only me 
dium is FARM AND TRAD! Rates 10 . per line. 
ppacieic COAST FRUIT WORLD. L 
Cal. Foremost farm home journ: 
y. among wealthy 
gate line ;no mec 














s Angeles, 
l. Actual 
ranchers ; 
iicine ads 














aver 
growin 





ie EVENING POST. Charieston, 8. C., will 

publish want advertisements at one cent a 
ord net; 50 inches display for 815; 100 inches 
300 inches, $60 ; 500 inche 30; 1,000 inches for 
$165. Additional charges for position and break- 
ing of column rules 





\ ROUT seven eighths of the advertising done 
failsto be effective because it 1s placed in 

papers and at rates that give no more than one 

eighth of the value that might be had by placing 








the same advertising in other papers. If you 
have the right advertisement and put it in the 
right papers, your advertising will pee Corre 
spondence solicited HE GEO. P 





Address 
ROW ELLADVERTISING AGENCY, 10 Spruce 8t., 
New York. e 











| )! >. HEROLD DES GLAUBENS, of St. Louis, 
Mo., a Catholic weekly, founded in 1850, 

proves circulation exececing “3,0 copies 

weekly. e,70 cents per inch on 3 or me 





1¢ per cent on 104 inches ; 
15 per cent on 260 inches ; 20 per cent on 520ine hes 
a lower rate than is offered by any other relig 
ious paper in the United States on guaranteed 
circulation, Write home office or OTTO KOENIG 
Eastern Agent, 727 Park Row Buliding, N. Y. 


insertion 3, Discounts, 
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ADVERTISING NOVELTIES. 
\ D-PAPER WALLI 
4 VELOPE CLASP ¢ 


ypRiors LE v ons for merchants, 
to suit. ROADSTER SH¢ 


] IGH- GRADE advertising 
employees of 

our free illustrated book let 

BROS. MFG. CO., Cincinnati 


}* mR 

of 
reader 
serted unde 





aco [I> 


{TS. Write to Chik 
»., Niles, Mich 

40; lettered 
PS, Camden 





4 


ys aeons oe 
» for 
PETTIBONE 


usiness houses, 
THE 
Ohio. 
of inviting announcement 
Novelties likely to benefit 
4 lines will be in 
for one dollar. 


the purpose 
Advervising 
as well as advertiser, 
r this head once 
oe 
VEWSPAPER: 
| EMOCRATIC daily in Ohio, 
000. City of 25,000 in pre 
Circulation 2,100, Business 
tory, $17,000. E. P. HARRIS, 
_ PUBLICAN weekly, possibly at a sacrifice 
\ ount of a death Town 3,000. tusi 
ness Protit HM) Plant $2,000 ; 
$2,000 necessary. | - HARRIs, 
New York 


w 
150 Nassau St., 
PEPURLIC daily in Michigan in city of 8,0°0 
ry bisa re apne st Ak country. I 

county. Business 88,000, 
inventories $4,000, Price 
HARRIS, 150 Nassat , New York 


ST! ONG weekly in Maine !xclusive field, 

t wing town. Prosperous community, Cir 
100, ss business $8,000, profit $2,200, 
$3, 860 for control. =. w» 
N w York 





FOR SALF. 





Control for $1 
erous com munity 
00, Plant inven 
150 Nassau St.,N. ¥ 














$5.50, 








ist 








ulation 2, i 
Plant iaventory, $5,000 


HARRIS, 159 Nassau St., 










IDVERTISEME 
ia ba R. GERRY, 1 
4 lets. Vietu 


res 





strong. GEORGE FH. 
New London, Conn 


QMALL ADS minde HAY 


WOOD, 9 Amity, 
ie " 

« ENE THE \DMAN, 
4 D8 S1 each, booklets $1 a page 
é WOOLFOLK, 146 W. Main St., Louisville, 

EDSCARBORO, 
, booklets, etc., 


ay ro & JOHNSON, acve 


Women’s Temple, 


3 Send 
Pa 

CHAS. A 
Ky 
lads, circulars 
Brooklyn, Y 


write good ads any 
( 





for 2he 
OIC ity, 








“writer of ¢ 
“0 Morton St. a 
rising writers and 

Chicago. Writ« 
Une 
Sun, 





| AM an adwriter and ad compositor. 
quaied service. W. B. POWELL, care 
New York 


like to sell more goodst or in 


\V ( U i D vou 
' the volume of business by judicio = 
advertis Write mea little data—l — te 
you what it P54... and what I can do for Aly 
. T. ALLINSON, Yardville, 


\ ELVILLE E. TRUX, expert 
* and advertisement writer, 
art printer ; 25 vears’ experience Productions 
never duplicated for competitors. Facilities 
practically unlimited. High-class work only. Cop 
yrights procured, P.O. Box 1244, Hartford, Ct 


MISEMENTS, CIRCULARS 

) Lamina position to offer you better service 
in writing, designing and printing advertising 
matter of every description than any other man 





book, booktTet 
illustrator and 


» OOKLETS, ADVER 


in the business, | make the fashion in typo- 
eraphical display. I have charge of the me 

chy nical department of PRINTERS’ INK. No other 
maper inthe world isso much copied. My facil 


ities are unsurpassed for turning out the com 
plete job. If you wish to improve the tone and 
appearance of your advertising matter it will 
pay you to consult me. WM. JOHNSTON, Man- 





ager Printers’Ink Press, 10 Spruce St., New York 
i pil ABLI BOOKLETS 
FROM CREDIT TO CASH.” 


How to meke the change so your cus 
tomers will not object to it 
STC 


IRE RULES.” 
Compiled from rules in use in stores 
all over the country. Will improve 
the management of any store. 


Either sent prepaid to any address for 
fifty cents. 


Ask us about om synaie ate cuts for 
’ retail ads at 16 cents e: 
THE CHARLES AUSTIN BATES SYNDI: ATH 


Vanderbilt Building, 
New York 









PRINTERS’ INK. 


Look Ahead 


is what gg per cent of the street 
car patrons do. When the at-, 
tractive 16 by 24 inch card in 
the Brooklyn ‘“ L” catches the 
eye there is bound to be some- 
thing doing. These “ L” car 
cards are a paying investment 
and some “right to the point” 
facts will be furnished you by 
mail or a personal call at your 


request, 


GEO. KISSAM & CO. 
253 Broadway, New York. 


Fourteen Branch Offices. 
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<3 4.22.2:.42.2.24.24.2.2.2.2.22. 
FF LLL LOLLY YS 


Nine Women 4 


out of ten use the street cars to JN 
take them to the stores. There AN 
can be no better time in which AN 
to remind them of what to get nA\ 
at those stores than while they AN 
are going there. AN 
You see the point, of course. AN 
We will be pleased to tell you AN 
what you want to know about AN 
STREET CAR MN 
ADVERTISING JN 


GEO. KISSAM & CO. AN 
253 Broadway, New York. AN 
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PRINTERS’ INK. 


A JOURNAL FOR ADVERTISERS. 

t= Issued every Wednesday. Tencentsa copy. 
Subscription price. five dollars a year, inadvance 
Six dollars a bundred. Noback numbers 

te Being printed from plates, it is always pos- 
ible to issue a new edition of five hundred cop 
ies for #30. or alarger number at the same rate, 

ter Publishers desiring to subscribe for PRINT 
¥RS’ INK for the benefit of advg. patrons may, on 
ap plication, obtain sp : cial confidential terms. 
any person who has not paid for it is re- 
ceiving PRINTERS’ INK it is because some one has 
subseribed in his name. Every paper is stopped 
at the expiration of the time paid for. 

ADVERTISING RATES 

Classified advertisements 25 cents a line: six 
words to the line ; pearl measure oo +0 cents 
aline; linesto theineh. Sl60a page pecial 
pesition twenty five per cent additions ul. if grant 
ed ; discount, five per cent for cash with order 














Oscar Herzserc, Managing Fditor. 
Peter Doucan, Ma: ager of Advertising and 
Subscription Department. 


New YORK OFFices: No. 10 SPRUCE ST. 
LONDON AGENT, F. W. SEARS, 50-52 LUD- 
GATE HILL, E. € 


NEW YORK, JULY 11, 1900. 

A WRITER in the current J/uzsey’s 
comments on the atrocity of the ad 
vertising poetry one sees in the cars. 
it does seem that the opinion is 
abroad that advertising rhyme cannot 


be good unless it is very bad. 
potent 


Tue McCormick Harvester Ma- 
chine Company, Chicago, issues a 
fine large brochure called “100 
Harvest Scenes All Around the 
World” containing the = scenes 
named in fine half-tones. A p‘ct- 
ure of Ceres illuminates the 
cover. What each scene repre- 
sents is given in English, French 
and German beneath e: ; 
If the object is t 1 
world-wide reputation 
Cormick machines, it 1 
accomplished. 





TuHat there are evils connected 
with billposting and circular dis 
tributing, will not be denied; that 


it is m€cessary to prohibit both 
these methods of advertising in 
irder to eliminate the evi 
nected with them is a propos tion 
that needs demonstration. Both 
kinds of advertising in question 
an be done without the destruc- 
tion of the beauties of natural 
‘enery or municipal cleanliness. 
When this is accomplished, pres 
ent opposition to them will cease 


ils con 








Tre daily newspaper is on 
peaking terms with every class 
of people.—West Superior (Wis.) 
Telegram. 


PRINTERS’ 


INK. 





Strawsrmce & CLorHier, the 
great department store of Phila- 
delphia, set their large advertise- 
ments in the newspapers in a 
single face of type—using several 
sizes of course. The effect is all 
that could be desired; in fact, 
there is a daintiness about it that 
most large dry goods announce- 
ments lack. The idea seems to 
point the way to eliminating the 
crudity at present discern ble in 
this branch of advertising. 





A CORRESPONDENT of the New 
York Tribune, in its June toth is- 
sue, makes the following assertion 
concerning billboards: 

These abominations strike the eye 
t almost every turn I do not know 
but one of the causes of the increase 
f 


f insanity may be that the mind never 





has an opportunity for a moment's rest, 
| 1 : 
s everywhere pills and powders, pre 


rves and pickles and other commodities 
are forced upon the mind by advertisers 
In a newspaper one can lay them aside, 
and for the time heing that is the end 


of it; but on ro ervey and in street 
cars one cannot fail to see them. 
as 


Leslie's Weekly thus groups 
the various media 

To volley firing in modern warfare 
may be compared the use of the daily 





newspaper for the general advertiser ; 
marvelously effective at short range. 
> istrated weekly represents the 





field artillery, effective over 
range and wonderfully a 








a gr 
irate against extent led lines of in- 
renchment Readily brought into ac 
ion, and quickly pet, Mee to any plan 

of attack. Phe monthis magazines 
sit ns, requiring vast quanti 





ummunation and plenty of time 
batter into the citadel of public es 








_——— 
n has made an advertis 
pay that everybody knew 
le— that's the worst of it. 





One of the best known, if not 
actually the best known, advertis- 
ing men of the day ascribes his 
inital advertising success to the 
fact that he * worked a scheme” 
which had always failed previous 
ly, and at all times afterward. He 
is fond of saying that had h 
known at the time how others try 
ing to do the same thing had 
fared he would never have at 
tempted it \fter all, personality 
Is a great factor im = success, in 
advertising or elsewhere; in the 
lexicon of some men there is no 
such word as impossible. 








| 
: 
l 





It 


vert 
tion 
Yor 
as n 
brot 





PRINTE 


THE Metropolitan Magazine, a 
twenty-five cent metropolitan 
monthly, is excellently edited and 
finely illustrated. There are few 
pages of advertising and most of 
the advertisements are — small. 
What the issue of the A/etropol 
itan is remains a mystery the 
American Newspaper Directory in 
the absence of information, indi 
cates that it may perhaps exceed 
4,000 per issue. Such a 
number as the July one deserves 
a circulation several times the 
amount of the Directory estimate. 

Tue London Daily News re 
ports the arrest of a vagrant in 
that city who gave as his vocation 


Co yples 


that of ‘'a Poetical Advertiser” 
for different tradesmen. His 
lines he shouted in front of the 


shops of his patrons The follow 
ing sextet he gave to the arresting 


officer as his “send off” for a 

butcher 

“Here’s to the butcher that sells good 
meat, 

That in this world ‘tis hard to beat; 

It’s the very best to be had, 


And makes the human heart feel glad 

rhere’s no necessity to purloin, 

So step in and purchase a piece of sir 
loin.” 


It is to be hoped the meat was 
not as bad as the meter. 


Tue ZJtem, both daily and Sunday, 
has aLways had the largest circulation 
This has been proved over and over 
again in every possible way and backed 
up by sworn affidavits *hiladelphia 
[tem 

In the American Newspaper Di 


rectory the //em’s circulation is mark 
ed in a manner which is explained as 
follows: 


#44 The editor of the American 
Newspaper Directory has offered to 
verify the correctness of a circulation 
tatement furnished by this paper, pro 


vided the publisher of the paper would 


rree to place the necessary facilitic 
it his disposal. It was stipulated that 
the verification should be without cost 
to the publisher of the paper, but to 
this offer the publisher's response wa 
not such to entirely remove the im 
pression of doubt that had been cast 
on the accuracy of the statement fur 


nished 

If the Association of American Ad 
vertisers ever completes an examina 
tion of the circulation of the New 
York World, it might be willing io do 
as much for the /éem of the Fitzgerald 
brothers—if asked. , 


I 
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OLeson & Company, 33 Clark 
street, Chicago, publish at $2 a 
copy a book named “Secret Nos 
trums and Systems,’ which is ad 
vertised as “a collection of pub 
lished analyses of prominent pro- 
prietary medicines and the 
methods of itinerants.”” Its object 
may be more definitely discerned 
from the following notice of it in 
the Chicago Allkalotdal Clinic: 

One of the most useful books for the 
doctor’s library is that of Dr. Oleson 
on “Secret Nostrums and Systems.” 
Whenever you want to know the c 
position of a secret remedy and paralyze 
the patient by telling what he 
taking, turn to this litthe book and you 
are pretty sure to find it. 


secret 


m 









1s 


\dvertisers of proprietary or 
patent medicines will probably be 
interested in discovering how near 
their formulas have been correctly 
guessed or to what extent libeled 


Tne Judge Company issues a 
booklet which it calls **Pre-emi 
nently the Best-Weekly Advertis- 
ing,’ wherein it aims to prove the 
proposition contained in the title. 
Phe directions in which advertis 
ing in weeklies is argued to be bet 


ter than other media are named as: 
(1) flexibility in use, (2) compre- 
hensiveness of field, (3) rapidity 


in reaching results, (4) accumula- 


tion of circulation, (5) assured 
display and (6) economy in cost. 
The Little Schoolimaster, after 
reading the booklet with an ear 


nest desire to present all the good 


points discovered, must acknowl 
edge with regret that h's search 
Was as Vain as that of Ponce de 


Leon for the fountain of eternal 
youth. All the points presented 
as being distinctive of advertising 


in weeklies, relate equally, if not 
more so, to the use of space in 
dailies. The only exception is 
that each copy of Judge or Les 


lie’s Weekly is read by 
of persons, which is not usually 
true of the daily newspaper. But 
the jatter makes up the difference 
by the greater number of copies it 
c'rculates—one for each person 
No doubt excellent arguments may 
be presented for the use of the il 
lustrated weekly; but they do not 
in the brochure under 


a number 
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THE man who doesn’t believe in 
advertising wants but little here 
below—and that’s all he gets. 


A CIRCULATION liar is a man who 
expects his word to be discounted, 
but who thinks that he can stretch’ 
the truth so far that it cannot 
be gotten quite back into normal 
shape again. 





Lorp & Tuomas’ exhibit at the 
Par:s Exposition is a map of the 
United States, occupying 16x18 
feet of wall space, intended to give 
a bird's-eye view of the publishing 
interests of the United States. Of 
this they have now published a 
miniature, which possesses a great 
deal of interest, and will be sent 
to any address on request. It 
shows the area, population, num- 
ber of publications, circulation per 
issue, and percentage of circula 
tion to population of the various 
sections in each State; having done 
this on the map itself, at the bot- 
tom it recapitulates by giving the 
totals for each State, as well as 
the totals for the entire country, 
adding also for each State the 
value of plants, number of em- 
ployees, average hours of labor 
and average wages per week, col- 
umns of reading published annu- 
ally, and average cost per inch for 
yearly advertising. What is meant 
by the last-named heading is not 
very clear. In spite of this fact 
the numbers shown are interesting. 
For example, for the approximately 
ten million circulation in the Em 
pire State the figures given are: 
$18.15; for Alabama, with its 
nearly 300000 circulation, $7.10 is 
quoted; as the circulation in New 
York is over thirty-three times as 
much as Alabama, and the rate 
quoted less than three times as 
great, the wisdom of keeping close 
to centers of population is again 
made apparent. Where most peo 
ple are congregated the cost of 
reaching each individual is always 
small; as we approach territories 
in which there is more isoliztion 
the cost rises in proportion to the 
amount of segregation. To cover 
certain fields involves more ex 
penditure than the profit one is 
able to secure by doing so. 


THE-“choppy” style of writing, 
an effect secured by short sen- 
tences, seems excellently adapted 
to advertisement writing. Each 
sentence says one distinct thing, 
and stops to make way for the 
next. An entire book written in 
this style would certainly jar on 
the nerves; a twelve-inch busines 
announcement is not long enough 
to get a chance. 

«o> 
A PROBLEM SOLVED. 
Frost, Minn., June 28, 1900, 
Editor 

Can you solve this problem ? Weyer 
hauser & Company have a lumber yard 
here. C. Colman has one also. They 
have each been advertising at the rate 
of $2 per month until now, the lat 
ter cutting down nearly one-half. What 
plan would you resort to to make C. I 
Colman advertise ? This is a universal 
snag that confronts local weeh.v papers 

Yours truly, DAN GAGEN 

Perhaps a good way to make 
Colman advertise would be to 
make him a present of the space 
one desires him to use. If ths 
would be no inducement, the case 
is beyond relief.—[Epiror Print 
ERS’ INK. 


Printers’ INK: 


RAILROAD JOURNALS. 
DANVILLE, Va., 
itor Printers’ INK: 
Please give me the names and ad- 
dresses of five or six best weekly and 
monthly railroad journals and oblige, 
Yours truly, 3% P. Tavsort. 
In its latest issue the American 
Newspaper Directory lists the fol 
lowing journals under “Railroads” 
as having over 1,000 copies per is- 
sue 


June 27, 1900. 


j 


CALIFORNIA, 
San Francisco, Railroad Engineering, 
monthly, >,250* 
ILLINOIS, 
Chicago, Railway Age and Northwest- 
ern Railroader, weekly, 2,25 
NEW YORK j 
New York, Engineering News and Am. 
Railway Journal, weekly, 8,279 


Railroad Gazette, weekly, 2,250" 
Am. Engineer and Railroad 
Journal, monthly, 2,250* 


Official Railway Equipment 
Register, monthly, 1 
Railroad Car Journal, m’y, 2,250 
ONTARIO, CAN, 

‘Toronto, Railway and Shipping World, 
monthly, 000 
The figures to which asterisks 
are affixed are estimates of cir- 
culation by the Directory editor, in 
the absence of detailed statements 
from the publishers themselves. 
The estimates are to be taken as 


“ exceeding” the number giver 
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RELATIVE VALUES OF 
SIGNS. 
Office of Davip S. Suearman & Co., 
Advertising Contractors 
New York, June 27, 1900. 
Editor of Printers’ INK: 

Has Printers’ INK ever prepared a 
table of what it considers the relative 
value of signs placed upon store fronts, 
and display board, billboard, street 


car and newspaper advertisements 


fhe writer recently had a discussion 


with a well known advertiser, the lat 
ter being of the opinion that store front 
advertising, unless used in connection 
with the other mediums noted above, 

as of no value whatever. The writer, 
of course, contending that store front 
advertising was valuable advertising even 
when used alone, as the signs, or other 
matter used, are bound to attract the at- 
tention of the consumer at the moment 
ie is about to part with his cash. 

\ short discussion on this matter will 
undoubtedly interest others of PRin1 
ers’ INK readers, as well as the writer. 

Yours very truly, 

Davip S. Suearman & Co 

Printers’ INK has never pre- 
pared such a list simply because 
nobody living has sufficient knowl- 
edge to do so. Every class of ad- 
vertis ng supplements and comple- 
ments the value of the other classes 
utilized. Signs on stores must 
have a certain worth, but what it 
is, either separately or as part of 
an advertising campaign, has never 
been computed. That it is far 
greater when the m'‘nd has already 
been attracted to the subject 
through other channels, admits of 
little doubt. If Mrs. Smith has de- 
termined after reading posters or 
newspaper advertisements to test 
a particular product, the sign in 
the grocery store will bring her 
determination to mind at the pro- 
per moment.—| Ep. PRINTERS’ INK. 

The Bookkeeper of Detroit is 
a good medium,” said one of the 
idvertisers in it to Printers’ INK, 
“because it reaches men and wo 
men who have pen, paper and ink 
at hand at the time when they are 
reading their trade journal. It 
takes but a minute for them to 
drop a note asking for informa- 
tion or to inclose the necessary 
stamps for what they order. It 
will never be known how much 
business is lost to advertisers by 
procrastination and _— subsequent 


forgetfulness. In the case of the 


Bookkeeper this is almost entirely 


obviated.” 


THE FIFTH SUGAR BOWL. 


To have one’s claims for eligi- 
bility to win the Fifth Sugar Bowl 
noted, all that is necessary is to 
write a letter to the editor of 
PRINTERS’ INK, setting them forth. 
That Sugar Bowl—one of sterling 
silver—will be awarded to the 
weekly which, after due consider 
ation, is believed to give advertis 
ers the best service in proportion 
to the price charged. Both quantity 
and quality are to be weighed and 
if necessary pitted against each 
other. 


Office of * Lincotn Freie Presse.” 
Lincotn, Neb., June 29, 1900. 
Editor of Prtnxvers’ Inx 

On page i9 in your issue of June 27th 
you say Whether a publication print- 
ed in a foreign aman and going en- 
tirely to farmers can give the general 
advertiser the best value in proportion 
to the price charged, will have to be 
determined when the Fifth Sugar Bowl 
is awardee’ ag 

We think that, to settle these ques 
tions, the advertisers who are using 
our paper should be consulted. You are 
probably aware that the rates charged 
by agricultural publications. going to 
farmers exclusively, are considerably 
higher than ours, some charging as 
much as one or two cents per line per 
thousand, or from five to ten times 
more than we do; and even at these 
high rates must be profitable to adver- 
tisers, otherwise they would not be 
used so extensively. 

We refer to this simply as a_ proof 
that a paper going entirely to farmers 
may be more profitable than a nublica- 
tion going to a mixed constituency. 
Compared with the majority of peo- 
je living in large cities, farmers in the 
Western States may he called well-to 
do, and if you would know what nation- 
ality among the Western farmers is the 
most prosperous, ask any merchant who 
understands the country trade. and in 
ninety-nine cases out of a hundred the 
answer will be that the Germans, and 
with them the Scandinatians, stand at 
the head. Indeed, when traveling 
through the country you can almost tell 
at a glance when you see a farm owned 
and operated by one of either of these 
nationalities; you can tell it by the 
wpearance of their fields, by the con- 
dition of the horses and other live 
stock, and even by the size of their 
barns and condition of their mechinery. 
The German settlements are found in 
the best sections In the States 
where agriculture is the leastproductive, 
where the soil is poor and where farm 
ers’ struggle for existence is the hardest, 
there the Freie Presse has the fewest 
subscribers In the States where the 
land is rich, the soil productive, and 
where the farms are of good size and 
profitable, there the circulation of the 
Freie Presse is the largest 

It should also be considered that the 








3° 


Freie Presse employs no solicitors, but 


that every subscription is received 
through advertising only, and it is 
reasonable to assume that a subscriber 


is more susceptible 
than is 


obtained in that way 
to the influence of advertising 
any other class. 

We do not believe that a single adver 


tiser can be found who did not ob- 
tain better results, considering the 
invested, through use of the 


money 
Freie Presse, than any other publication 
named in PRINTERS NK as a 
competitor for the Fifth Sugar 
ery respectfully, 
THe Press PuBLisHiInc CoMPANY. 


possible 
Bowl. 


Office of 

Kansas City Srar.” 

June 29, 1900. 

Ediior « PRINTERS’ INK: 
The Kansas City Sta 


aah iy 


(daily aad Sun 


day) is already the owner of a PRIN1 
ERS’ INK Sugar Bowl. This fact made 
us hesitate to enter into active compe 
tition for the Fifth Sugar Bowl which 
is to be awarded to the best weekly, 
but looking over the list of competi 
tors and finding the advertising rates 
and service given advertisers over 
whelmingly in favor of the weekly 
Star, we deem it our duty to call your 


attention to a few points which, to our 


notion, cannot fail to make the weekly 
Star “the sure winner” in this compe 
tition. 

ist. Circulation-Quantity.--By actual 


count the mailing lists on June 27th, the 
last issue of the weekly Star, contained 
154,262 names. ‘The smallest issue dur 
ing 1900 was on January 3rd when 150,- 
o10 complete papers were printed. 

2nd. Circulation-Ouality.-No name 
is placed on the Star's mailing lists un- 
less the subscription is naid one year 
in advance and when the year is up 
the paper is discontinued unless a 
renewal is received before that time. 
ress waste, exchanges, sample copies 
and advertisers’ copies are not included 











in the circulation figures. The low 
subscription price (25 cents a year) pre 
vents us from accepting subscriptions 
for less than one year. Premiums or 
other extra inducements have never 
heen offered in connection with the 
Star. 

3rd. Home Circulation.—Practically 
all of the Star's circulation is within 
Kansas City’s commercial _ territory, 


covering thoroughly, as no other 
paper or combination of papers do, 
entire State of Kansas, Western 


souri, Eastern Colorado, Nebraska, 
Oklahoma, the Indian Territory, Texas 
and Arkansas. 

sth. Most weekly newspapers circu 
late in small towns. The weekly Star 
has created a field of its own; nearly 
every copy goes to a farmer. It does 
not tell him how to farm, but gives him 
the news of the world in an attractive 
and compact form. 


sth. The weekly Star is not the “tail 
end has an « 





of the daily It rgani 
zation of its own 
6th. For run of paper the rate is 
forty cents per agate line; no discounts 
are allowed for time or space. A trifle 
over one-quarter of a cent per line for 


each 1,000 paid circulation. 
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7th. The weekly Star's advertisers 
ire always satisfied with the returns. 
In the current issue of Printers’ INK 
Dr. W. O. Coffee says: “I have used 
he Kansas City Star, which I think the 


vest mail-order medium in the country 
ior the price.” 


Wishing the Little Schoolmaster con- 
tinued success, we are, 
Sincerely yours, 
THe Kansas City Star. 


By Aug. F. Seested, 
Susiness Manager. 
Fe oil et 

Tue Niagara Lithograph Com 
pany of Buffalo, N. Y., puts forth 
occasionally a little brochure in 
tended to advertise its business 
called “The Impressionist” which 
is unique and dainty. Reduced 
reproductions of several of its 
artogravures pasted to its pages, 
letters from advertisers, comment 
m advertising subjects, all printe.l 
n the highest style of the art, com- 
bine to make a f busines 
literature which readily 
be thrown away. 

al 


piece ot 
will not 


THE newest “PriNTERS’ INK 
baby’ bears the title ‘Publicity 
By Specialists” and is published 


Frank Hack 
Advertising Agency of 
Court, New York, at 
cents a copy, one dollar a 

Its monomania appears to 
be the value of the advertising 
agent to the advertiser. Typo 
graphically it is a pretty little pub 
lication, but to be frank, it is 
somewhat—dull. A writer with a 
terse, sharp style would improve 
it wonderfully. 


monthly by the J. 
staff Co. 
Temple 
ten 
year. 


~~ - 
WEAK BICYCLE ADVERTISING. 
The American Bicycle Company is 
better known as the Bicycle Trust, 


and controls nearly every known brand 
of bicycle. Everybody knows that the 
trust exists, that it has absorbed almost 
the entire bicycle industry, and bicycle 
with a known reputation can be pur 
chased from it alone. Yet the trust ha 
pursued the mistaken nolicy of attempt 
ing to deceive the public by conducting 
the advertising of the different make 
as though each was in competition with 
the others. The result has been that 
the advertising as a whole has_ been 
weak and ineffective, while the expendi 
ture has been enormous.—4dvertising 
Experience. 
+o 
THREE KINDs. 

It is said that there are three kinds 
of people in the world, the wills, the 
won'ts and the can’ts. The first ac- 
complish everything, the second oppose 
everything, and the third fail in every- 
thing 1d: La perience. 





ertising 
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BANNER PACKERS. 


FAILURES WHO CARRY 
ABOUT THE STREETS. 





HUMAN 
SIGNS 

His aspect was ‘that of a creature 
gone to seed. His movements be- 
trayed a listlessness which a fiery, 
sodden face, framed in unkempt 
w hite hair and beard, denoted was 
born of moral apathy. From his 
neck hung a cheap nickel clock. 
Over his slender, narrow shoulders 
loomed a great oilcloth banner in- 
scribed with gilt letters, which ad- 
vertised to Broadway’s multitude 
the eminent superiority of some- 
body’s shoes, for he was a peri- 
patetic sign man who went float- 
ing along in the human sea until 
an eddy tossed him into a dark 

side street with a precipitation due, 
perhaps, to the presence of a 
dingy, forlorn little saloon of evil 
and far-reaching odors. 

“Sling a drink into me? Sure,” 
aid he to the curious observer 
who had followed his movements. 
“Why not? As the Governor of 
North Carolina—but that’s the 
regular pz ps indler’s stock remark, 
isn't it? Lord knows I’m not of 
that ilk, although a banner packer 
isn’t high in the social scale by 
several classes removed. Who an 
I? Nobody but the veteran ban 
ner lugger in Broadway. Other- 
wise, viewed as an atom of the 
social system, I’m a blot, child 
of the gutter, and all the usual rot 
which an emotional imagination 
may be able to supply. I never 
was long on adjectives, and senti- 
ment and I parted company years 
ago. But, as I say, I’m the veteran 
banner packer in this human wil 
derness, for I have been at it 
through storm and sunshine for 
even years come December, and 
that with few interruptions to ap- 
pease the longings of moral de- 
linquency common to the race of 
banner packers. Appear to have 
some education? I don’t know. 
Maybe I had once, but I’m too 
much of a philosopher for remin- 
iscence. 

“Better remove your—your ban- 
ner,” suggested the curious ob- 
server as they entered the dingy, 
forlorn little saloon. “You'll feel 
easier.’ 

“Can't,” replied the red- Pee 
packer, laconically. “Locked i 


price of a morscl. 


“Locked You don't 
mean it?” 

“Yes, that’s Gospel fact,”’ con- 
tinued the packer, edging himself 
through the narrow door. You 
will notice that the shoulder pieces 
attached to my banner are part of 
an iron band which goes around 
my waist. At the back the band 
works on hinges, and it is locked 
on me by the foreman of the ban- 
ner packers when I start out in the 
morning. I come back tothe start- 


in! 


ing point at noon and the foreman 
thus leaving me free 
if I have the 
Then at 


unlocks them, 
for an hour to eat, 
one 








o'clock I am locked into my iron 
frame again, and set forth to pack 
the banner until six o'clock, when 
my work for the day ends.” 

“Virtually, then, you are a pris- 
oner during your working hours ?” 
said the curious observer. 

“Virtually, yes,” responded the 
banner packer. “I am one of the 
hundreds who are patrolling the 
streets of New York to- day in 
iron frames and who are just as 
much imprisoned as our friends 
in Sing Sing or the malefactors 
who parade in ball and chain.” 

“Why are you locked in the 
frames?” 


“Because the advertisers de- 





mand it. Many months ago they 
discovered that a majority of their 
peripatetic sign men were dishon- 
est and availed themselves of ev- 
ery opportunity to hide their signs 
as soon as they were out of sight 


of the establishments employing 
them. They would sneak away 
from Broadway and other thor- 


oughfares which they were hired 
to patrol and loaf in the parks or 
Bowery groggerics, returning at 
night to make a er gay blutt 
about having worked like beggars 
all day. That is why the locked 
sign has become common. Ad- 
vertisers now demand it. But it’s 
cruel, you may believe; worse than 
the punishments provided for rec- 
ognized felons. The weight of the 
banner is not always responsible 
for the aching shoulders. Often 
when the wind is sweeping strong 
it shoves the banner and the packer 
along at such a rate that unles 
the latter hustles with unus aa 
vigor it will overpower him, for 
banner packers are never robust 
men.” 

“How many banner packers are 
there here ?’ 

“Fifteen hundred, 
Most of them are 
vanced in middle age. 
ers do not seem well disposed 
toward young men or boys. The 
latter, they contend, are sure to 
abandon the field after a short trial 
and put the employer to the trou- 
ble of hiring others. It is the last 
resort of young men, who must 
be in the gutter before they will 
accept such employment. So the 
restaurant keepers, jewelers, dent- 


I should say. 
men well ad- 
Advertis- 


ists, purchasers of pawn tickets 
or postal cards, railroad ticket 
scalpers, tailors, typewriter man- 


ufacturers, shoe dealers and others 
who seem to think their business 
is best advertised by such means 
must seek recruits among the older 
fellows who are hopelessly beneath 
consider: ition for a better situation 
in commercial life. As we are a 
short-lived crew, the advertisers’ 
foremen must be constantly on the 
alert for new men. Few of us 
live more than three or four years 
after we begin to pack, with the 
exposure, long hours of wearv 
tramping and a continuation of 
those excesses which brought most 
erefore, 


of us to this business. Th 
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I suppose, I may point with pride 
to the fact that I have packed for 
seven years with a praiseworthy 
steadiness punctuated here and 
there with intervals of backsliding 
to dally with rum. 


“How about the sandwich 
man?” 
“The vocation of that old-timer 


is at an end. The banner packer 
has usurped and_ elevated his 
boards. The philosophy of this is 
easily grasped. Business men who 
make use of the perambulating 
signs have observed the fact that 
in a crowded street the signs sus- 


pended from the shoulders of a 
sandwi ch man are scarcely per- 
ceptible. Pedestrians are invari- 


ably hemming them in, making it 
impossible for others to see the 
advertisements on the boards. So 
a little reason made it patent that 
the only wa_ to insure attention 
for perambulating sign advertise- 
ments was to elevate them above 
the heads of the crowd. In this 
way the banner attached to the 
packer’s shoulders and the banner 
attached to a pole which is car- 
ried in a sccket like a flag have 
come into general use. 

“Do you go directly to your em- 
plover’s place of business ?” 

“No. If the restaurant or shop 
we advertise is at all pretentiqus 
the banner packers and their signs 
are invariably kept in the back- 
ground. The usual method 
adopted by those who employ 
many packers is to hire a place in 
a locality where rents are very 
modest to serve as headquarters 
for the open air forces. This 
place is usually in charge of 
a fellow who acts as a foreman of 
banner packers, and he has a 
mighty soft t'me of it in compari- 
son to us who tramp the streets. 
Still he is an officer really neces- 
sary to those who have a consider- 
able force in the streets. His prin- 
cipal duty is to keep the signs 
moving in the right directions, al- 
though he doesn’t pack a banner 
himself. Son-e firms have as many 
as forty and fiftv packers in the 
streets at a time.” 

‘Are banner — governed 
by a inv fixed rules?’ 

“To be sure we are. We are 
not allowe1 to walk the thorough- 
fares in couples, and we must not 
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keep our banners out in a rain 
which seems wef enough to do 
them serious injury. We are for- 
bidden to talk to persons who ac- 
cost us during working hours, and 
are particulail’ enjoined from con- 
versation with packers engaged 
by rival concerns. To be caught 
taking a drink means instant dis- 
missal. What territory do we 
cover? The whole of Manhattan, 
from the Battery to Washington 
Bridge; from the Hudson to East 
River. Each of us has a defined 
district and is forbidden to over- 
lap another’s on pain of dismissal. 
But men in mv profession are not 
punctilious, and when we can get 
together for a chat and a pint we 
never fail to embrace the oppor- 
tunity. Few besides members of 
the fraternity seem willing to talk 
to a banner pzcker. We are out- 
casts, pariahs. We come from all 
classes, the highest as well as the 
lowest, but all of us are united on 
— common plane, and that is 
hopeless incompetency. We're the 
failures, the social wrecks, whom 
your business man scans askance 
and passes on as beyond the pale 


of commercial recognition. He 
doesn’t want us. Nobody will 
have us except advertisers who 


think banner packing a good thing 
in their business. 

“Our pay is very small. 

erage compensation 


The av- 


is fifty cents 


a day and a meal or two, or from 
seventy-five cents to one dollar for 
those packers who do not get a 
grub stake. However, there are 
many of us who can get a dollar a 
day in these times. That is a stu- 
pendous wage, reached only by 
that packer whose sedulous efforts 
have proved him to be something 
superior in the profession.” —New 
York Sun. 
TAKE YOUR 
HOME. 
when the door is closed 
f worry and work and 
hours given for labor with 
your business to your home 
Every man needs the hours 


DON’T BUSINESS 
Draw the line 
There is enough of 
detail in the 
out taking 
and to bed. 








of rest he is supposed to take The 
problems will be clearer and_ brighter 
and solve themselves more readily by 
going at them with a mind fresh from 
rest. Let the key of the store door 
lock in your worries and problems of 
business hours. It is pel that we 
are compelled to spend the twelve or 
fourteen hours of each day in_ their 
solving. It is due us th: it we take the 
rest, it is due our families that they 
have us and not our troubles. They 
probably have some and enough of their 
own. We'll be better business men in 
the keeping of this one particular 

“Don’t” well before us.—Shoe and 

Leather Facts 
tee 
WORTH NOTING. 

Don’t waste money by “trying’’ an 
ad here and_ there In every com 
munity there are mediums of known 
worth Satisfy yourself which they 
are, then use them to the limit of your 
appropriation.—Pacific Coast Advertis- 
ing. * 









Londonderry Lithia Water 











endorsement. 





More Lawr 
ONE OF A SERIES OF THREE- OR CARDS 
LONDONDERRY LITHIA WATER COMPANY OF 


THAN O E-HALF ITS ORIGINAL 


BOSTON, 


is not an untried experimental production. Not the work of some 
clever chemist, but a NATURAL SPRING WATER, that has, 

for more than a Hundred Years, been known to possess valuable 
mineral and medicinal qualities to which every test known to science 
has been applied, yet failed to disqualify. 

To-day, LONDONDERRY LITHIA WATER is the STANDARD 
of alkaline table and medicinal waters, and will be found wherever 
mineral waters are dispensed in America. 

No mineral water can be found purer or more free from organic 
matter, as POTENT or PALATABLE. 

LOND°NDERRY is worthy of your consideration and merits your 


The BEST is none too good for your patients. 
Where Lithia is wanted why not specify 


“Londonderry” 





NOW BEING 


HERE 


SENT TO PHYSICIANS By 


REDUCED TO A 


THE 
LITTLE LEss 
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PUBLISHER. 


- 
J., june 21, 1900. 


AN ASTUTE 
Eimer, N. 


or American Newspaper Directory: 





In 1896 I was one of the successful 
contestants for the prize awarded ad 
vertisement writers for advertisements 
aleulated to sell your Directory. My 
idvertisement was written inside of an 
hour after I received the papers an 
nouncing the contest and was the first 
to be published in Printers’ Ink. Its 
uccess was largely due to the high 
pinion | had previously formed of the 
Directory after watching it closely for 
everal years, and the advertisement, as 
| wrote you at the time, represented my 
honest convictions. i mention this be- 
it has some bearing on this let- 
ter I have for years noticed now and 
then the fling at the Directory publisa 
ers about the necessity of placing an ad 
in the Directory to get a rating, which 
| knew to be absolutely false. I pub- 
lish a country newspaper, but in thir 
teen years’ experience | have never been 
misrepresented in the Directory when I 
took the pains to forwaru a_ properly 
arranged statement, as is my custom, and 
if memory serves me correctly I have 
never placed an advertisement in the 
Directory. 

My opinion about your Directory is 
still unchanged except when I compare 
it with two other recently issued di 
rectories, now before me, yours looms 
up as the only safe guide that has come 
to my notice. I have just examined one 
which has at least ome advertisement in 
which | know positively was never order- 
ed. Near by is the advertisement of 
another paper with the name of a pub 
lisher who has been out of business en 
tirely for nearly two years and I am 
led to the suspicion that the advertise 
ments as well as the ratings are not 
altogether reliabie The ratings of sever 
al of the newspapers with which I am 
familiar are so erroneous as to fake 
them valueless to the advertiser. Last 
October my paper made a big rush 
for new subscribers by offering i 
ums, in which it was highly su 
and in thirty days took in $282.61 on 
subscriptions. A weekly newspaper pub- 
lisher happened to call on me and 1 
showed him the cash results of the 
month’s campaign and he told me con 
fidentially that my thirty days’ receipts 
made a bigger cash pile than he had 
received altogether on subscriptions in 
four years. was astonished but it is 
more astonishing to know that two big 
directories before me continue to rate 
that paper at 1,200. Your Directory 
placed it among the J K L long, long 
ago. I could give dozens almost of 
discrepancies similar and all due to the 
ethod of getting information in the 
‘rage directory. 

A view taken by manv publishers is 
that they would be foolish to make : 
n they already ac 
higher circulation than they 

With many directories they 
are given the same rating year after 
vear without change, although the papers 
have gone down to nothing almost. An 
other class of publishers give a_ state 
ment honestly and yet their figures 
how le than the other kind of 












































publisher who is rated mush _ higher 
than his own in an unreliable directory. 
The method of always furnishing 
statement to the directories sometimes 
works a seeming injustice to the pub 
lisher. In the late financial depression 
nine out of ten newspapers lost sub- 
scribers. The Elmer Jimes sept pace 
with the average, but the number wno 
were taken from the books because they 
did not pay up reduced the list for a 
few week to a point between 1,900 
and 2,000 copies. Our rating was high 
er than that in all the directories, but 
with that fact staring me in the face I 





sent ¢ sworn statement to another di 
rectory reducing my average for the 
year to 1,997 copies, about 200 less 


than I would have received had I with- 
held information, while those who with 
held information were the gainers in 
other directories. This year thus far 
the Elmer TVimes has averaged nearly 
2,350 copies weekly, but by sending you 
an average for a year it would reduce 
the avera nearly a hundred below the 
actual number now published. This will 
show you that when the lst is runnine 
down the directory which never changes 
is acceptable to some publishers, while 
your Directory may seemingly do an 
Injustice to a paper for a time which 
is rapidly increasing. Advertisers may 
rest assured that really enterprising 
newspapers have been forging ahead 
and raising their subscription lists the 
past eighteen months as fast as the lists 
were diminishing previous to that for 
eighteen months. 

| have no especial reason for prais- 
ing the American Newspaper ‘Directory 
except in the honest belief that it ex 
cels many fold all others with which I 
am familiar. Indeed, I am very much 
adverse to the opinions of Mr. Rowell 
on many matters, and my judgment is 
wholly opposed to much he 
through Printers’ Ink, but on the 
newspaper directorv business he is 
strictly in it, and has been for many 
years Respectfully, S. T. Foster 

“or 
IN BOSTON. 
Boston, June 26, 1900. 

Editor of Printers’ INK: 











advocates 


A very attractive window exhibit is 
made by a druggist in Scollay square, 
who has rigged up a large glass perco- 
lator and keeps it filled with rich red 
ripe strawberries and the juice drops 
into a glass in a way that makes many 
a one’s mouth water for a glass of 
soda. A desirable mail list will be 
published in the Boston Traveler, July 
fe, It will be the mames and ad 
f nearly 1,000 members 
of the order of the Golden Lion to 
whom a dividend of from $5 to $25 i 
now due and payable on demand, T 
Moxie Co. have a sign shop of their 
own employing a staff of fifteen men. 
rhe large bulletin boards that are to be 
seen along the roadways are all made 
and painted in the company’s factory 
and shipped ready to set up. SPECIAL. 


12> 


dresses of 


i 
he 





Tue man who tells one lie in his ad 
will lose for his advertising the confi 
dence of every person who knows it is a 
lic White's Sayings. 
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“ROUGH ON RATS.” 
Office of Jutrus MatHuews. 
3oston, Mass., June 27, 1900. 
litor of Printers’ INK: 
I once solicited the F. S. Wells & 
Co. advertising and the man in charge 
uid, ““ We don’t have to buy advertis 
ng space. In a week or two there'll 
he a suicide up in your section and we'll 
get all the advertising we need, free!” 
When in Philadelphia recently I notic- 
1 inclosed ** pure reader ’”’ on the first 


TOOK ROUGH ON RATS. 


Old Man Also Severed Arteries 
in Wrists. 


An old man, 83 years of age, whose 
name is given as John Forbes, of No. 
1417. Lawrence street, attempted to 
commit suicide by taking Rough on 
Rats early this morning. He also cut 
his wrists and throat with a_ knife. 
He did not ,reach the arteries either in 
his wrists or throat, and there is hope 
of saving his life, according to the 
physicians at St. Mary's Hospital, where 
he was taken as soon as found. 


page of the evening, Call. \ll editors 
seem to think they have ‘made a 
joke” every time they introduce the 
name of this article in a_ headline. 
There’s something in a name, after all. 
Very truly yours, Jutius MatHuews. 
— <> 
NOT TRUE, 
Office of 

Tue Sawyer Pusiisuing Company, 

WATERVILLE, Maine, July 3, 1900. 
Editor of Printers’ Ink: 

Your issue of June 27th contains a 
little item by a Mr. Sam E. Whitmire, 
Floyd Springs, Ga. It is not often that 
I reply to anything of the kind, but 
you quite frequently quote this same 
Mr. Whitmire. He says: “In April the 
Waterville, Maine, concerns sent to 
this office a bundle of twenty-seven 
papers addressed to men who were 
either dead or left the community from 
ten to twenty years ago.” Now in all 
the time we have been in business we 
never have sent papers in bundles to 
any postoffice. th paper sent goes 
in a separate wrapper, and as for being 
ent to names of people who are dead 
or left the community ten or twenty 
years ago, that is a fabrication. Our 
papers all go either to actual subscribers, 
none of which have been 1 our books 
more than two years, or are sent as 
imple copies to people who have an 
wered some advertisement within  fif 
teen months of the date of our sending 
the sample copy. We do not object to 
any just criticisms, whether they come 
from a beat like Whitmire:or from au 
thority on anything pertaining to ad 
vertising like yourself, but we do think 
you are above lending yourself to ma 
licious attacks of this kind. Yours very 
truly, The Sawyer Pusitsuine C 

—_—__—~+o+—__——— 
A LIAR never goes undiscovered very 
ng—whether he lies in the advertise 
ents or the store.—IWhite's Sayings. 
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CURIOSITIES FROM INDIA. 

This delicious advertisement was print- 
ed in an Indian paper by an Indian ra 
jah: 

“I beg to inform the general pubic 
through our paper of the death, which 
took place on the 6th of January, 1900, 
of my faithful fox-terrier dog, Tommy, 
whom | had purchased from Mr. Gardi 
ner of the police department in 1893 
Very few such dogs are to be had now 
It was my true companion everywhere 
and, to speak the truth, it had done 
marvelous service to me on several oc 
casions. In Shikar it was a great help 
to me in pointing out places where good 
shooting could be enjoyed. Once on a 
time I had lost my gold watch and cnain 
in a jungle, but the dog, finding a clew 
somehow or other, at once got hold of 
the precious article and laid it before 
me when I reached home. I| have myself 
a very severe shock at the death of my 
Tommy and I hope that every one who 
will notice these faithful services of the 
little dog wul surely feel for it. Could 
any of the reauers of tiais tell me from 
where I can have such a breed now? I 
should like to have a terrier like the one 
| had fer any _price.—Raja_ Kishen 
Kumar, Sahaspur-Bilari, O. & R. Rail 
way.” 

Another advertisement, which is full 
of humorous suggestions of the cheap 
rate at which some persons in India and 
elsewhere expect to obtain valuable and 
miscellaneous services, is this: 

“A European or a Eurasian as a gen 
eral assistant in a household wanted, 
capable of writing legibly and corre 
of keeping accounts and lists of house 
hold property, of taking care of horses, 
cattle, dogs and poultry, etc., and of 
doing other miscellaneous work; one 
willing to put his hand to anything and 
plucky with horses and fond of pigeons, 
dogs, etc., preferred. Salary 25 rupees, 
with prospects of promotion if satisfac 
tion given Address D 37. Pioneer 
Press, Allahabad.”—-Unidentified Ex- 
change. 

STEREOTYPED ADVERTISING 

PHRASES. 

















ALWAYS FRESH. 
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A FRANK FARMER. MONTHS FOR MAIL ORDERS. 

The following advertisement is said The best months for advertising mail- 
to have been posted in the village post- order propositions, with certain excep- 
office at Middlebush, N. J. It has the tions, are trom October to May inclusive. 
merit of frankness , at least: During these eight months, the dealer 
on $$ $$$ should take in at least enough money to 
COW FOR SALE. pay his whole year’s expenses. “he 
Owing to ill health, I will sell one three best months of the year are Decem- 


blush raspberry cow, aged eight years. ber, 4 ay and Mz —_ The an 
She is a good milker and is not afraid Hs eee 4 a f ae t me pe 7 a “g 
of the cars or anything else. She is of 1 pin footing @ the poe rienes at on 
“ a F -efer > experience . 
undaunted courage and gives n re : pas Ped : 
— | es milk fre cerns that advertise month in and 





quently. To a man wh oes m ‘ar ¢ 
a ae Sy ais f a h oe d 1 1 not te He month out, year after year. Naturally 
i any form she would be a gre: - a ? 
h ss She i # h oes i 18 i t certain articles can best be advertised 
oon. She is much attache r : : : 
es nuch attached to her jin Summer. Bicycles, ice-cream freezers 





home at present by means of a large asd baseball masks would come in this 


she , > i] > , . 
chain. But she will be sold to any one category Other articles are salable dur 





who will use her right. I will also jing oniy two or three weeks, such as 
throw in a doubled-barreled shotgun, (Christmas cards, valentines and Fourth 
which goes with her. In May she gen- of July goods. Campaign merchandise 
erally goes away for a week or two sells between the dates of nominations 


and returns with a tall, red calf, with and election day. Seeds sell during the 
wobbly legs. I would rather sell her to first four months of the year.—Secrets 


a non-resident of the county. of the Mail Order Trade. 
_ OVERBROOK Farm, asi <> ——— 

_ South Middlebush, N. J ATTRACTING ATTENTION. 
Igricultural Advertising. The very first things a man who 


would be a good advertiser must learn 
mv : _ are that the purpose of adv effising is 
TIMONIALS. not to “attract attention,” but to sell 


+2 


ON PUBLISHING TI 





In publishing a page of recommen- goods, and that the worst sort of ad- 
datory letters, it is desirable to use con- vertising is likely to attract more at- 
siderable variety in the matter of ge- tention than the very best. -Standing 


ography. If you do business all over on your head in front of your place 
the country, be careful not to print tes- of business at certain intervals each 
timonials | which come mostly from any day would attract a whole lot of atten- 
certain city or district. Whenever you tion, but no man outside of a lunatic 
issue a little circular or printed slip for asylum would see in such a_ perform- 
any purpose and think that you might ance any reason why he should buy 
as well say something on the back of it, your goods.—The Imp. 7 
yet don’t know just what to say, open ~ i 

your testimonial drawer and you will : > op “KS 

find the answer there. good testimo- ADS AS BRICKS. 














nial will often do more than any argu- Fortunes e built on the instalment 
ment in your own words.—Secrets of the plan—and each good advertisement is 
Wail Order Trade. a brick used in the construction. 
SOaME “rons: OM Tee ou PIES Loe Cee LE a 
> NEW 
= RAILROAD 
=| 
e | O SAN FRANCISCO 
: nta Fe Rot n Joaquin Valley Extersion, 
The only line with track ns ‘unde one management all tne way from Chicagg to the Golden Gate 
Mountain passes, extinct volcanos, petnfied forests. prehistoric ruins. Indian pueblos, 
Yosemite, Grand Canon of Arizona, en route 





Same higy: grade service that has made the Saritd Fe the favorite route to 
Southern California 

Fast schedule: Pullman and Tourist sleepers daily. Free reclining chair cars} 
Harvey meals throoghout 


Beginning July 1 





TICKET OFFICE 


The Atchison, Topeka & Sante Fe Railway. 








”® wa aw « 
PTET OTT STOR VETER STOOL: RTT PEEL 8 aR oi, NNO TA 
A RAILROAD SEMENT OCCUPYING A HALF PAGE OF A NEWSPAPER IS A RARITY, 
HERE 15 NE, REPROL CED IN MINIAT Rr PROM THE NEW YORK “* SUNDAY JOURNAL ic oF 





JUNE 24TH. 











PRINTERS’ INK. 37 


OUTINGS FOR A DIME 











Or the Benefits 
of a Trolley Ride 


» » » 
Health and Happiness within 
the reach of every possessor of 
10 Cents— 
ON THE TROLLEY CAR. 


S Pw 
Roses restored to pale cheeks and that Fresh air for everybody on Green Fields, 
od testing" vemeost te cna-aleneate weeded Male ond Wan uaee® aneae 
On Ghe Trolley Car. On Ghe Trolley Car. 
To ee eo eee are 
suggested which may add wbis or her-happmess eet a 


P Va head . nad 
ON Ghe TROLLEY CAR. 














a UNE, the month of roses, brides aud the Derby, emee 
ony gio opnd ee rebar arabs 
At ry 
¥ a a ON Gre TROLLEY CAR 
THERE cere suale of place« tohe« wing Cee 
bh the f em he 4 
g ON Ghe TROLLEY CAR. 
= t tor 
ON 





7th erect West Side str 

















ne Trettey 4 ndey e me ponent x A T™ wore Shore Country de me 
and pat m pe at ST node > one we Hill, and 
me e Fig 
oa ‘ 
° ed ov *% t : 1 are y for ride : 
ON Ghe TROLLEY ON Ghe TROLLEY CAR. ; 
he Desplat Riv cuntry ca within re ev ° annyside Park, » U ' ° 
7 prnapresd er Cow is oA * S : “s ee 
A ci k ane € ah Sues A tew as ae arck North Htat- 
t bs me 7 ba sted Trotiey A " asset 


















ators a : “i Fp rine thes tt 2 Soe Joh we Fer’ 
tance of the big ditch and the old Itlinois and , ‘ oO L s E Y ver c AR 
ON THE TR ° 
Tuts advertisement here re- glass to accomplish onc s purpose. 
duced to about one-third of its H. L. Beach, the purchasing 
original size, is taken from the agent of the Union Traction Com 
Chicago Times-Herald of June pany, prepares and places the 
24th. It is worth reading, even “copy’’—and excellent copy it is. 
f one must utilize a magnify:ng too. 





\ WANAMAKER 


rhe 


success 


FACTOR. 

main in the phenomenal 
of John Wanamaker may be 
said to be his wonderful understanding 
of the possibilities of advertising. Early 
in his business career he recognized that 
while advertising is absolutely essential 


factor 


to the success of a modern business, 
nevertheless it must be judiciously 
handled and that as much good money 


has been wasted on ill considered ad- 
vertising as has ever been made through 


Accordingly, as soon as his  busi- 
ness warranted, he employed a man 
pecially to write his ads and secured 
the best regardless of cost. It is said 





that he pays his present advertisement 
writer more money yearly than he him 
self received when he was postmaster 
general. The same method is pursued 
in his stores and as long as a man can 
produce the desired results he can com- 
mand almost any salary within reason 
Wanamaker contends that no man _ is 


cheap if he is not good.—Brooklyn 
(N. Y.) Eagle 
DONE AND DONE, 
When a person enters the store the 
work of the advertisement is done 
Sometimes the person is done shortly 
afterwards.—IWhite’s Sayings. 








NOTES. 


THE Weeden ‘Indian’ S 
by Gibson Willets, in the 
politan Magazi 
images interestingly. 


Ancestor ] 
July Metro- 


cigar store 








aiscusses 





Lissy, McNett & Lippy, of Chicago, 
IL, offer to amateur photographers 
$250 in cash prizes for photographs 
wherein the use of the Libby products 
is illustrated and the can itself pictur 
ed. Particulars on application. 


June the Indianapolis 
detailed circulation 
statement showing an average paid cir 
culation thus far in 1900 of 50,228 
copies, or a net gain over the corre- 
sponding period of last yvear of 9,286 


At the end of 
News printed a 





copies. his, it asser the largest 
circulation for a like i in the his 
tory of Indiana newspapers In the 
same period the paid advertising matte 

is claimed to have increase 425,211 





ite lines over the corresp< rm peric rd 





last year 


THERE is an ancient superstition that 
advertising should shrink in a presiden 
tial year. Nobody can give a better rea 
son for the falling off than va 
explanation that the uncertainties of a 
political campaign unsettle 
Whether this reasoning was sound ir 
the past or not, one thing is clear: the 
fight between McKinley and Bryan will 
make little if any difference in the ad 
vertising business th General 
agents are in a 1 to know what 
the feeling is among advertisers. 





business 


season, 








though the dull month of June is rather 
early for predictions, a most cheerful 
ind hopeful spirit prevails. —National 
Advertiser. 
+o 
NO FAC-SIMILE LETTERS. 

The red Co. of Grand Rap 

ids, Mich., trans: their enormous mail 





business in furniture and _ office 


without the use of fac-simile 


order 
supplies 


letters. Every letter sent out is written 
from beginning to end on the type 
writer, Mr Macey holding that it is 
impossible to secure a_ fac-simile letter 
which cannot be detected almost at a 
glance by those used to such work 
The result is that the Fred Macey Co. 


now emp yoy upward of fifty typewriters, 

and their correspondence room looks 
like a big type writing school. —Adver- 
tising Experience. 


ARRANGED BY STATES. 


Advertisements under this head 50 cents a line 
each time. By the year $26 a line. No display 
other than 2line initial letter. 
in one week in advance. 


CONNECTICUT. 
"2 DAY, New London, prints 4,7 “pg 


daily ave It fills the entire field is 
no rival whatever 


GE ORGIA. 


ou THERN FAT MER, 














Athens, Ga. 


‘ Southern agricultural publication 
wople read it 
and Southwest. 


22,000 monthly Covers S> 1 
\dvertising rates very low. 


PRINTERS’ IN 








Must be handed | 











ILLINOIS. 


( YONKEY’S HOME JOURNAT. excells as a me 

dium for interesting a good class of people 
in the smaitler towns. Our subseribers own 
pianos or organs—the sign of a refined and well 
to-do home— and are naturally a e or rde r aye as 
150,000 at 60 per cent flat NKEY 
Chieago, Ibnois, 


MAINE. 


Pe FIVE years old—1899 biggest advertising 

year yet—record of THE COURIER GAZETTE, 
Rockland, Me., twice-a-week. We want your ad 
if we haven’t it already. No other paper can put 
it before so many readers in ourcorner of Maine 


CANADA. 


C AN ADIAN ADVERTISING is best done by THE 
E SBARATS ADVERTISING AGENC 
Montre: w 


CLASS PAPERS. 


= ADVERTISING. 


IRINTERS’ INK, published weekly by Geo, P 
Rowell & Co,, was the first of the now nu 
merous ¢lass of journals devoted to advertising 
It likes to call itself The Little Schoolmaster in 
the Art of Advertising. Since its establishment 
in 1888 it has had nearly two hundred imitators, 
PRINTERS’ INK aims to teach good advertising 
by publishing zood advertising methods, giving 
examples of good and bad advertising and tell 
ing way. it also considers the value of news 
papers as advertising mediums. Its columns are 
wide open for the discussion of any topic interest 
ing to advertisers. Every advertising man who 
is known at all has contrmbuted to its columns 
PRINTERS’ INK’S way of teaching is by exciting 
thought and discussion, expressing occasionally 
an opinion in favor of one plan and opposing an 
other, but making no effort to be consistent, ad 
vovating to day today’s opinions and abandon 
ing yesterday's theories to the dead past. Aver 
we circulation during 1898 . Subseription 
price $5 a year. Advertisin es, classified 25 
cents a line a - time. dis} w cents a line, 
Address PRINT 28 INK, 10 Spruce St., N. ¥ 


RELIGIOUS, 
BAPTIST. 


f es ORGILA BAPTIST, Augusta, Ga,, is read 
by more than 5,000 progressive negro preach 
ers and teachers in Georgia, South Carolina, Ala 
bama and Florida, Cire’n for 1899, 6.275 weekly. 



























Displayed Advertisements. 
50 cents a line; $100 a page; 25 per cent 
extra for specified position—tf granted. 


Must be handed in one week in advance. 


a —-— 4 
4,900 


4 
} papers are printed nearly every 
Saturday by THE DAY, New Lon. 
{ don. Its average daily issue is 
} over 4,700 and growing steadily. 
} The other New London papers 
4 combined have scarcely one-half 
this circulation. 

4 
4 
- 


4,900 
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8 | Complete the Whole Job. 9 

ee a) 

8 I will write your booklet or circular, will have it illustrated if 4 

rn) necessary, will set the type and print it. Some of the best 8 
Oo advertisers in the land leave such matters entirely to me, and I ( 
8 have yet to hear of one who was not thoroughly pleased. Or } 

rn] I will do any part of the work here mentioned. Write me 

Oo about what you have in mind. ( 
rm] WM. JOHNSTON, ( 
8 PRINTERS’ INK PREss, 
5 10 Spruce St., New York, ( 





800000000000000000060000000000000000000000008 








The month when every Sportsman is pre- 
paring for a trip after 


BIG GAME. 


Outfits are being overhauled and pur- 
chases made. Your ad m the September 


National Sportsman 


reaches these people. 
Rates on application. 
NEW ENGLAND SPORTSMAN Pups. Co., 
15 Exchange St., Boston, Mass, 
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> Che Parisian © 
6 The Only Publication in America which makes a permanent © 
feature of exploiting and illustrating everything pertaining to Q 
O 
> THE PARIS E _EXPOSITION 8 
w) O 
; UNDER THE AUSPICES OF YD 
THE PARIS EXPOSITION COMMISSION © 
( ) On all news-stands. Price 15 cents. Published at 853 Carnegie Hail, New York, 3 
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| About American Newspapers! 


The editor of the American Newspaper Directory keeps on file a mass of infor 
mation gathered from year to year concerning the circulation and character of American 
newspapers. He has always at hand, in chronological order, accessible at a moment's 
notice, a conveniently arranged m;: iss of int eresting documents, statements, pamphlets 








ind circulation figures, going to w what is claimed for a paper by its owners ot 
asserted of it by its en mies yt ers . By the aid of these and his familiarity with the 
subject it is always possible to pass th istor$ of the paper in rapid review and com- 


prehend and measure the ee Bal. set up concerning its value to advertisers. 
A new edition of the American Rewapeaner Directory with circulation ratings revised 


ind corrected to date will appear’ on Saturday, September ist. This will be the third 
quarterly issue for the thirty- second : year of the publication, 


PRICE FIVE DOLLARS. 


GEORGE P. ROWELL & CO., Publishers, No. 10 Spruce Street, New York. 





























PRINTERS’ INK. 














ZesSsSSSS55SS5555S5S5535355—\ 

A Nf 
Ay W 
QUEBEC, CANADA 
\) W 
i is the leading province of the W 
“\N Dominion. Montreal is not only W 
iN the largest city in Canada, but ‘i 
aN the wealthiest and most _ pros- ‘id 
a perous. The population of both W 
A province and city are over two- W 
M\ thirds French. WW 
AN W 
MIN W 
IN W 
a ye W 
a ey 
i Dix 4p avuri W 
A y 
“iN W 
rN goes into over 31,000 families in . 
aN this territory—150,000 readers W 
i that cannot be reached through W 
rN any other daily publication. No ¥ 
AV. general advertiser can aftord W 
m ipa Tg W 
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A Problem in Equals Easily 
Figured Out 


Showing the number of agate lines printed by 
the three CLEVELAND Sunday morning 


papers on the four Sundays in June, 1goo. 


THE CLEVELAND | Loca! Display, , 73,780 ) 
PLAIN DEALER | foruioh pinay. 39478 | 105,364 


The ( Local Display, 47,810 ) 


Cleveland World FOREIGN "4774 60,508 


The ( Local Display, 28,490 ) . 105,364 


Cleveland Leader ae « "i bey 374 4 44,856 


This is the number of agate lines of local, for- 
eign and classified business printed in the three 
Cleveland Sunday papers for the four June Sun- 
days, 1900—showing the PLAIN DEALER 
printed: as much business as the World and 
the Leader combined. Circulation? Well, 
the PLAIN DEALER is the only morning 
paper in Cleveland that has a known quan- 
tity—45,095, and is willing to open its books 


to prove it. You are not so sure of the others. 


C. J. BILLSON, 


Manager Foreign Advertising Department, 
Stock Exchange, CHICAGO. Tribune Building, NEW YORK. 
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NOT BY AN INK MAN! 


It has just come to light that “ Ink Thinks ” was 
not written by an ink man, but by an alleged ad- 
vertising expert, whose lack of knowledge of the 
business compelled him to fill in space with libelous 
charges against an ink house with a reputation for 
doing business open and above board. 

This alleged expert has heretofore preached 
against using competitors’ names, but his greedi- 
ness for the filthy lucre overcame his scruples (if 
he ever had any) and he wrote “Ink Thinks” in 
desperation, 

He is not a cheap man by any means and the ink 
house paid dearly for his services, although the head 
of the house says he is too windy to make a good 
salesman. 

Is there any wonder they charge ten dollars for 
a two-dollar ink, when they have to rely on the 
brains of others to get out their advertisements and 
booklets ? 

The advertising expert talks about the siren like 
advertisements of the cash in advance ink man. 

I would like to ask him if the ink house for 
which he wrote the booklet ever published their 
prices and upheld them? No, they have a price 
list which is gauged by what the man is willing to pay. 
If he is soft they make him pay list prices, but if he 
givesthem an argument he can get a discount accord- 
ing to the bluff he throws. Is this a legitimate way 
of doing business? Is it fair to the small printer to 
pay $10 a pound for ink, which the larger concern 
can get for $5? Is it a square deal to give a man 
unlimited credit and then throw a halter around his 
neck so that he cannot take advantage of a cheaper 
market? Printers Ink Jonson may not be as large 
as his kind friend “ Ink Thinks,” but you will never 
hear of any printer being treated dirty or charged 
more than his neighbor. 

Send for my price list, or if you use a special ink, mail me a 
sample of it and I will quote prices to astonish you. Address 
PRINTERS INK JONSON, 

13 Spruce Street, 


New York. 
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READY-MADE ADVERTISEMENTS. 


Readers of PRINTERS’ INK are invited to send model advertisements, ideas for window 
eards or circulars,and any other suggestions for bettering this department. 


POPee oeeereeess 





Mr. J. Clyde Myton, of Danbury, | 
Conn., is a broker who knows how to | 
inspire confidence in himself and his 
business methods by the use of 
printers’ ink. He seems to have 
found the happy medium between the | 
hurrah style of the brokers who are | 
constantly offering “tips,” and wert 
stilted announcement, devoid of real | 
information, which many brokers print | 
under the impression that they are | 
advertising. 

Mr. Myton’s ads are quiet and 
dignified, and every one of them tells 
something about his methods that a 
prospective investor might be glad to 
know, in a chatty, interesting way that 
leads straight up to business. 

ITere are four of his recent ads from 
which discerning advertisers in entirely 
different lines of business may get a 
helpful hint or two: 


| } 
We don't | 
a 4 @sane * | 
give “tips 
as to which way the market is go- 
ing to move, for the simple reason 
that we don’t know ourselves. 
Neither will we contrive to have 
you deal in stocks. Judge for 
yourself whether you think you 
can get some of that enormous 
Wall street wealth, then come in, 
and if our twelve years’ experi- 
ence in the business can be of any 
assistance to you, it is yours. We 
have comfortable chairs and pleas- 
ant, cool offices. You are wel- 
come whether you come for busi- 
ness, for information, or merely to 
see how it is done. 

Our telegraph wires go direct to 
Wall street, opposite the Stock 
Exchange, and you can get your 
information, or the price of any 
stock or bond in a minute. 








About one point 
margins. 


Perhaps you prefer to put up 
only one point margin. A great 
many do and are successful. If 
you are so inclined we can accom- 
modate you in all the active ones, 
including sugar, which fluctuated 
so wildly, and you’ll not get slow 
service. 

Your losses are then limited to 
the one point and the profits at | 
your own discretion. Try us, 





eeseee 


A Strong Appeal to th 
Parer 


the ‘‘ Kant-rip,” 
tells the story—it positively can- 
notrip, It is probably the strong- 
est boy’s shoe made, and is in- 
tended for the boy who is extra 
hard on his shoes. 
a good many of them and they 
have always filled the bill. 


to 2 





by traveling men who have 
spent an hour or so with us that 
in no place they go do they see an 
order wired to New York and 
reported back with such dispatch 
as they see here. Really it can’t 
be helped; it’s been going on for 
so many years just this same way 
that everybody is satisfied and 
we'll not change it. Try this 
service and you'll use no other. 


, 1 
It's the Interest 

you pay the ordinary broker for 
carrying your trades, that eats up 
all possible profits in stock trans- 
actions, 

Figure it out for yourself. One 
hundred shares of St. Paul at 125, 
with interest charges at 6 percent, 
costs about $14.50 a week for in- 
terestalone. You've got to have 
a pretty quick market to overcome 
this. 

We conduct our business in 
such a way that we make no 
charge for interest, buying or sell- 
ing the leading speculative stocks 
on the most liberal margins, and 
at the regular New York Stock 
Exchange rate of commission. 

Our services in Bonds or Stocks 
for investment are equal to those 
of the largest New York concerns. 
Highest local referencesfurnished 


ats, 


Serviceable Shoes 
For Small Sons. 


We have a shoe for boys called 
and the name 


We have sold 


Black 
Satin Calf, summer weight. 
Prices according to size, thus: 11 
$1.25; 2% to 5%, £1.50. 





| 
| 
| 
| 
| 
| 
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Striking. 


The Bug is Dead 
immediately it comes in con- 
tact with Simon’s Sure-Death bed 
bug poison This fluid is odor- 
less and very easily applied, but 
its strong point is that it kills 
every bug and germ it touches. 
Twenty-five cents a bottle, and 
only at the apothecary shop of 


| 
| 
} 
| 
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Mioquent. 


‘Better Creation. 


Tell everybody about this But- 
ter, because it’s worth telling 
about. 

It is the same kind of butter we 
have sold so many thousand 
pounds of this year for 25 cents a 
pound. | 

a. you were lucky enough to buy 

, you know what it is. 

“y ou know it’s pure—and sweet 
—and wholesome. 

You know it is made hy people 
who know how to make good But- 
ter. 

If you don’t know about this 
Sutter, just take our word for it 
it is the best Butter proposition 
in all Connecticut to-day. 

If you don’t find this Butter all 
right in every respect, we say to 
you, bring it back, you can have 
your money back. 20 cents a 
pound, 


Tomato Talk. 


Most people like tomatoes, 
some do not. 

It is the ones who do 
that we want to talk to to- 
day. 

We want to tell them that 
we are going to have a spe- 
cial sale of tomatoes to-mor- 
row. 

We are going to sell half 
a carload of nice ones. 

These tomatoes were raised 
in Maryland and packed by 
John L: Cullen of Bradshaw 

the name itself is a guar- 
antee of goodness. 

You'll find every can filled 
with good, solid, meaty to 
matoes nothing wrong about 
one of them. 

These tomatoes never sell 
for less than 10 cents and of 
tener 12 cents a can. 

To-morrow our price for 
this special sale will be 8 
cents a can; 90 cents a 
dozen. 





Very Good, 


~ 
A Clear and 
Active Brain 
is much to the man or woman who 
would achieve success in the bat- 
tle of life. Depression, nervous 
exhaustion, or whatever you 
choose to call it, has no place in 
the make-up of the person who 
will take Simon’s Brain and 
Nerve Tonic. The first dose gen- 
erally bumps Mr. Depression 
good and hard, and by the time 
you have followed the treatment 
for a short period Depressian has 
sought freedom, and your mind is 
clear, your eye bright, and your 
whole system restored to normal 
good health. ‘‘ Richard is him- 
self again.”’ 

Fifty cents a bottle, and guar- 

anteed by the maker. 
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Refrigerators. 


Keep Your 
Food Healthy 


by keeping it cool. Here are the 
new Baldwin refrigerators, built 
as sanitary experts decree, that are 
perfect models of their kind. 
They are all *‘roomy”’ affairs; have 
ample food and ice compartments; 
are made so as to maintain free air 
circulation throughout; and can be 

easily kept clean. They’re econo- 
ie refrigerators, too; give the 
maximum of chill from "the mini- 
mum of ice. And they’re not ex- 
pensive. Ready to show any time. 








Seasonable. 


’ ry 
Boys’ Washable 
Clothing. 

Neat, durable, inexpensive. 
You need no word of admonition 
from us that it’s time to procure 
cooler clothing for the little fel- 
lows. But this announcement as 
to our preparedness in the matter 
of warm weather wear may be 
helpful. We’ve been diligently 
at work for months in getting to- 
gether this splendid assortment. 
Prices have been made just as lit- 
tle as might be for goods such as 
we know must be satisfactory to 
the most critical. 


Very Business. Like. 


Soda Success. 

Soda success is earned by atten- 
tion to detail. 

We have built up a good Soda 
trade by looking after our Soda 
business. 

We see that the syrups are 
properly made. 

Ve see that there is enough to 
make it palatable. 

We see that everything is kept 
clean. 

All our fruit syrups are made 
from fresh fruit. 

All flavors with Ice Cream, 5 
cents. 


A Good One for an Oil Stove. 


r re 
Your Wife. 

’*Spose you were she, and that 
you had to work early and late 
beside a big hot fire in the kitchen 
range; wouldn’t swinging a scythe 
in a summer’ssun be cool work 
by comparison? 

Dangler Blue-Flame Oil Stoves 
Keep Kitchens cool. They do all 
the work of the best coal ranges 
and do it better at less cost. 

‘wo, three and four burners. 
with oven or without ovens. 

Using a coal stove or buying 
any other than the Dangler means 
a money loss for you, and loss of 
comfort for her—that’s more than 
money, 
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I reproduce below one of the 
best ads for fire insurance that 
I have ever seen. It is not in 
the way it is written that it is 
strikingly good, but in the fact 
that it makes adefinite proposition 
in a perfectly clear and straight- 
forward manner that the simplest 
reader can easily understand. 
\bout the last thing a fire insur- 
ance agent thinks of is to print 
prices in his ads—and then he 
doesn’t print them. I don’t be- 
lieve anybody knows why _ he 
doesn’t, but he doesn’t. This ad 
not only tells exactly how much 
money is required to buy insur- 
ance to the amount of $600 on 
household furniture, for a period 
of three years, but gives the 
average weekly cost and names 
the kinds of damage besides fire 
that are covered by the policy 
offered. Aside from quoting 
prices for larger amounts of in- 
surance, this ad seems to antici- 
pate and answer every important 
question that a possible customer 
would be likely to ask, and it 
ought to sell goods in any place 
under the sun where fire insur- 
ance can be sold. 


$600 Insurance 


On your household furni- 
ture, 3 years, $3.00. Costs 
less than two cents a week. 
You may not be aware that a 
fire insurance policy eovers 
not only the damage by burn- 
ing, but also any damage oc- 
casioned by the fire depart- 
ment in putting out the fire. 
This would cover loss by 
breakage and wetting down 
which usually amounts to 
more e than | the actual fire loss. 








Casting a F’y for Fishermen, 


lLLancewood 


I‘ly Rods, 


| four sections, and jewels at 
the price, $1.25—at Brush’s. 

Imagine one would have con- 
siderable trouble to find its equal 

-even for $2—elsewhere. This 
is the same kind of a rod that Mr. 
Tasch sold to so many anglers 
last season—he has yet to heara 
complaint about them. This is 
just what the rod is: All Lance- 
wood, metal plugs, full nickel- 
plated mountings, solid metal 
reel-seat, patent adjustable reel 
band, and well varmished—Abbey 
ind Imbries. Reels, flies, poles, 
ete 
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A Short areny of Sav — 


Closing Odd Lots 
Of Silk W aists. 


We have taken various lots of 
broken sizes and some slightly 
soiled garments and made up two 
groups. Choice among the first 
at $3.50. They’re all this season’s 
goods,in the most desirable styles, 
colorings and trimmings—plaited, 
corded, hemstitched—some _lace- 
trimmed, some combinations of 
lace and ribbon. Not a waist is 
the lot that was not a good § 
value, many that were semenniile 
enough at $6.50. New at $3.50 
each. 

The other group comprises 
many of the best styles of leading 
American makers—some copies of 
fine Paris waists. All solid col- 
ors. They were $8 to $12. 
Choice among several hundred at 


5- 








Alliterative Headlines are often quite effect- 


ive when there is not too much straining 


Sor effect. 


Becoming I Boots 
for 
Bicycling Belles. 


The bicycle boot enjoys well 
deserved popularity. 

The bicycle boots that we sell 
are handsome, well-fitting and 
durable. 

They give a smart, stylish ap- 
pearance to the wearer, and they 
support and protect the ankles. 

They are made like our best 
shoes about the foot, with thin, 
light tops for comfort and cool- 
ness. 

The lasts upon which they are 
made are designed especially for 
bicycle boots, and preserve a neat, 
dressy appearance, while allowing 
all necessary foot room, In tan 
and black vici kid, and two 
heights—ro in. and 15 in. 10 in., 
$2; 15 in.. $2.50 and $3. 











Conveys the Idea of a Comprehensive Stock. 


— | 
Straw Hats | 


at Leland’s. 


As choice a line as ean be 
shown. Selected with great care, 
and embracing all of the very lat- 
est blocks, brims and trims. 

Hats for the natty young man, 
hats for the staid individual. 
Smooth straws, with plain black 
or blue bands; the rough-and- 
readys, with fancy bands; the 
new French braids and the Alpine 


styles. Hats of good weave, in- 
suring satisfactory wear, and 
shape retaining ability. The 


grades go in price from 75c to $2. 
You'll find the one that was made 
for you, the one that will become 
you best, at 
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Itisa good idea to take the ps urtic- | For a Druggist with, . Malt Extract of Hts 
on. 


ularly strong points of your business | 
and make each the subject of an ad, 
running such ads when you have 
nothing more important to print, or 
alternating them with ads of goods and 
prices. Prompt delivery, prompt, 
polite service in the store, the proper 
filling of telephone and mail orders, 
convenience of location, cleanliness 
and many other good points can be 
presented much more forcibly one at a 
time than when bunched together in a 
single ad. Here is an example of this | 
kind of advertising that is well calcu 

lated to produce the right impression. 
It goes straight to the point, in the 
very first line, and sticks closely to the 
subject all the way nang. 


L oper Delivers | 
Promptly. 


| We want to thoroughly impress 
this on your mind. 
If you want meats, fish, vege*- 


| 





ables, etc., in a hurry. 
If you want them delivered, and 
delivered “ right away.”’ 
Telephone or leave your order 
them 
‘Telephone 233 


in person and you'll get 


right away 





Some Suggestions. 


Rugsandtheir uses 

They suggest refinement. 

They are ornamental. 

They are good to cover holes in 
the carpet. 

They prevent the carpet from 
wearing in much trodden places. 

In the far East they are used to 
kneel on for prayer. 

In the far West they are some- 
times hung in doorways for por- 


tieres. 
} They always come in handy. | 
We have all kinds, qualities and 


sizes and ata wide range of prices. 


For a Business College. 


How About 
Vacation ? 


What will you do with that boy 
or girl of yours during the long 
summer vacation ? | 

It isa good plain to have the 
young people profitably occupied 
—at least a part of each day. 

Our Summer School, with 
morning sessions only, is a good 
place for them, 

We can teach them something 
of Bookkeeping, Business Forms, 
Office Work, Penmanship, Short- 
hand, etc. or prepare them to 
% skip a grade” and pass exam- 
inations upon which they may 
have failed—thus saving a year’s 
time. Send for special low rates. 








Simon's 





15c a bottle, 





Malt 
~ | 
Extract | 
stimulates the appetite, induces 
satisfactory digestion, promotes a 
quicker assimilation ‘of the food, 
ind increases the strength and 
physical endurance. It is rich in 
concentrated nourishment and 
tonic properties. When your 
nerves begin to grow sensitive and 
headaches trouble you it is time 
to see Simon. The malt we sell 
is the best for you to buy and take, 
because it contains all the needed 
properties and is perfectly pure— 
$1.50 a dozen 





Foran Umbrella aanpein. 


American Beauty 
Umbrellas at $3. 


That’s a dollar and a quarter 
cheaper than you’ve had the priv- 
ilege of buying them heretofore. 

Do you know the brand? 

None other rolls so ¢ losely. 

Few are so elegant in finish or 
so thoroughly good in every 
particular. 

The standard rice is $5.00, but 
you choose Thursday and Friday 
for either colors or black, men’s 


or women’s sizes at $3 ‘75- 











‘Saal, 


Going Aw 
Correspondence 
Paper 


Light in weight and of superior 
quality especially nice when 
stamped with your summer home 
address. 

Marcus Ward’s Monarch Bond 
in white and cerulean blue—s 
quires with envelopes, $1. 


Inviting. 


Down Here 

where the electric fans revolve 
and the cool breezes make life 
worth living—is the place to eat a 
square meal and the place to get 
square treatment, 


Fire SE e. 


How much better to look ahead 
and prepare than to look back 
and regret. Buy adequate fire 
insurance for your property to- 
day. 


bor a Camera. 


A kodak will keep the pleasant 
places you visit fresh for your eye 


always. 


| 
| 
| 


| 
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Goes Straight to the Point. 





It’s Time to 
Furnishthe Porch. 


Summer weather is already 
here. ‘The time has come when 
we sit out on the porch. The time 
has come when we must think of 
furniture and fixings for the porch. 
The first requisite always is a 
porch chair. This requisite is 
just what we want to call your at- 
tention to now. We have porch 
chairs for $1.25, $1.50, $1.75, $2, 
$2 50», $2.75 § and $3. 








It Pays to be First with the New a 


heii Hate, 


Smart and jaunty, up-to-the- 
minute in style and handsomely 
made. It’s hardly necessary to 
add that they are here first. 

Soft brim Sailors, Mexican 
Hats for misses, and other pre- 
vailing novelties for out-of-door 
wear are also ready. 

The khaki Hats are uniform in 
colorand texture with the fashion- 
able material of the same name at 
the wash goods counter. 











A Laundry Ad, 


The Man 


with the Team 


Will call on you, if you kindly 
send your address, and get your 
laundry bundle, and when he re- 
turns it you will find a snow white 
burden that you never saw the 
equal of in laundry work. Test 
this statement. 








Good Seanninn, 


Our Fish 
Department 


is like running water—always 
fresh. Our enormous trade keeps 
stock moving continuously, no 
chance for anything but the fresh- 
est here. To-day we offer the 
following low prices. Fine fresh 
live haddock 2c. Ib. Extra large 
fresh mackerel 20c. each, The 
average 24% to 3 lbs each. 








For a Book Saie. 


m 
Book Sale 

We place on sale in our book 
store to-day, two thousand 2s5c, 
12mo., red-ribbed, cloth- bound 
books at 15c each! 

These books belong to a special 
series, are printed from fair-sized 
type on good-quality paper, and 
are just the titles that are most 
popular for Summer reading. 
Check off the ones you want from 
the following list and save the 
time and inconvenience of looking 
through the stock. 
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For a Horseshoer. 








> . 
A Horse’s Foot 

needs as much care and 
attention as a man’s—sometimes 
a great deal more. I make a 
specialty of expert Horseshoeing. 
Prices are right and work guar- 
antee 





All Right. 





Fishermen ! 


Doesn’t this weather make you 
think of stream and lake and river? 

Fishermen find everything here, 
from a penny hook to a $50 sal- 
mon rod—all at least prices. 

For instance : 





For Bicycles. 


rT ry 
The Woods Are 
> ’ 
Full of Em! 

New makes of bicycles are con- 
stantly entering the field—some 
good, some bad. Be careful in 
your selection. In making your 
choice here you run no risk—you 
secure a wheel that’s known and 
guaranteed to be reliable. Asa 
result the eyes of the great local 
wheeling fraternity are directed 
toward our store. Where else 
could you find an assembly of 
praiseworthy wheels equal to this? 





A Good One for Coffee. 





Another Cup, 
Please. 


The housewife knows her cof- 
fee is good when the cups are 
passed back for the second filling. 
No man asks for the second cup 
of poor coffee. We've spent a 
good deal of time in perfecting 
our coffee department, and espe- 
cially in studying the blend of 
coffees. Our blend of Mocha 
and Java at 40c a pound is a cof- 
fee that will tempt a man to al- 

ways ask for the second cup. 
That is the test of good coffee, 
Ask for our Mocha and Java. 








A Good Point Well Mede. 





Negligee 
Laundering. 


Thin, sheer goods for summer 
wear need more attention than the 
ordinary laundering, and they get 

< eit in this laundry every time. 





Furniture. 


We sell a large cane-seated 
rocker in golden oak finish 
for only $1.50. (That's get- 
ting comfort cheap.) 
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ADVERTISING IS THE FUSE 
WHICH 
IGNITES THE FIRE CRACKER 
OF BUSINESS PROSPERITY. 


It is the duty of every American Manu- 
facturer to make a noise in order to 
have the merits of his goods heard by 
the purchasing public above. 

MAKE THE NOISE EFFECTIVE 
is to utilize our Street Car Advertising 
Service. We control the Street Car 
Advertising in the largest and most 
important cities in the United States. 


Write us, and we will furnish you tes- 
timony of some of America’s leading 
advertisers who have found this 
method effective. We will also send 
you other information bearing upon 
this important subject, and do all in 
our power to 
HELP YOU NOURISH THE FLAME OF 
SUCCESS. 





/ GEORGE KISSAM & CO., \\ 
253 Broadway, . : New York. 
Branches in 14 Large Cities. 
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